PLEASE ASK US / 


Employe magazines becom- 
ing medium to promote eco- 
nomic education, better busi- 
ness climate and community 
and political interest. Here a 
group of high school stu- 
dents of Greenhills, O., view 
story and photos featuring 
their town published in the 
“Bulletin”, employe publi- 
cation of Cincinnati & Sub- 
urban Bell Telephone Co. 
See p. 20. 


Circulation This Issue 
14,430 of Which 
13,883 Is Paid 





MANAGEMENT + PLANT + TRAFFIC - COMMERCIAL - LEGAL + ACCOUNTING 


32 reasons why customers prefer 
the new Stromberg-Carlson*® F-50 PBX 


Reason No. 1: the exclusive TOUCH-LITE® Turret 


PBX operators helped design it! They wanted a turret that would make their work 
easier, faster, more efficient. The “Touch-Lite” turret is what they asked for. 

Calls are completed, transferred or supervised by a featherlight touch on keys 
that light up. System design permits maximum individual station control and speed of 
service with minimum effort. The “Touch-Lite” turret is a compact, low-profile, easy- 
to-use, easy-to-service unit. Handsome cabinet measures 9” x 15” x 5’’. Comes in taste- 
ful two-tone beige, green or gray. System capacity is 50 lines, 10 trunks, 6 links. 


FOR THE OTHER 31 REASONS why commercial subscribers prefer this new, mod- 
ern, dial PBX, ask your Stromberg-Carlson representative. He has literature, prices, 
ordering information and delivery dates, too. 

In Atlanta, call 875-7467; Chicago: STate 2-4235; San Francisco: OXford 7-3630; 
Kansas City: HArrison 1-6618; Rochester: HUbbard 2-2200. 
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FLASHES 
AND PLUGS 


MAN OVERBOARD. A pair of newlyweds on their honeymoon 
in Chicago returned to their hotel. The wife was able to squeeze 
aboard a crowded elevator, but before she knew what was hap- 
pening, the operator was closing the door in her spouse’s face. 

Unable to bear the thought of a separation, however brief, the 
woman tugged at the elevator operator’s sleeve. 

“My husband, my husband!” she shouted. 

“Calm yourself, lady,” the operator said icily. “This ain’t the 
Titanic!” 


‘*SEALED,’’ BUT NOT DELIVERED. The Scotch are a stoic people, 
not given much to hysteria, so Glasgow police were extremely sur- 
prised to get a call one night reporting that there was a sea lion 
on the road. 

They paid no attention until they received another call which 
reported “There’s something awful out in the fields. It has two 
great eyes like moons. I was on my way home, just walking until 
I saw them.” 

The second call galvanized the lawmen into action. 

Toward dawn they caught both culprits, sea lions. The two had 
just arrived at the Glasgow zoo from Los Angeles and had imme- 
diately escaped. 

Between the efforts of police and the zoo keepers, Mitzi and 
Bubbles were soon safe in their own private pool. 


MANNERLY MOPPPET. As many have observed, children some- 
times interpret things in their own inimitable fashion, and from 
the Anderson (S. C.) “Independent”, comes one more kiddie story 
—this one attributed to Mrs. H. R. Martin of Atlanta, Ga. 

It seems that Mrs. Martin’s husband had been ill, and many 
friends and relatives had called their home. Mrs. Martin always 
told the callers how much their thoughtfulness was appreciated, 
and how nice it was of them to call. 

One night the telephone rang, and after Mrs. Martin had hung 
up, her four-year-old daughter Elizabeth asked who had called. 

Mrs. Martin answered that it had been a wrong number. 

Elizabeth, following her mother’s polite example, remarked: 
“Well, it was nice of them to call anyway, wasn’t it?” 


MARS, VENUS, THE SUN, ANYONE? At Newcastle-On-Tyne, 
England, the telephone operator, Jean Andrew, responded pleas- 
antly to a caller, “I’m sorry, but I believe you have the wrong 
number.” 


The caller did, indeed. He wanted Newcastle, Ontario, Canada! 


Change of Address 


Please notify your local postmaster and the Circula- 
tion Department of TELEPHONY (608 S. Dearborn St., 
Chicago 5, Ill.) of change of address. Change cannot be 
made without the old as well as the new address. Allow 
three weeks for change .of address to become effective. 
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IT’S YOUR CHOICE... 


Pick the Distribution 
Wire that suits 


MUTIPAIR FIGURE WN PAIR FIGURE 8 


Available in No. 19 or 22 AWG i Available in No. 19 AWG... 

.. . Fully color coded . . . Choice ee One leg of twisted pair has 

of .109” or .134” messenger. oa white stripe for identification . . . 
Choice of .083”, .109” or .134” 
messenger. 


Whatever your requirements in Dis- 
tribution Wire may be, Whitney 


Blake can provide you with a high ; JACKETED PAIR 


quality product that will meet your Available in No. 19 or 22 AWG 


specific needs. ...Fully color coded... Extremely 
' tough...Easy to handle... Truly 
WRITE for new bulletin on the \ economical... Choice of .109” or 


Distribution Wire of your choice. -134" messenger. 


Bulletin T-6 . . . . Jacketed Pair 


Bulletin T-8 . . . . Multipair and 
Single Pair Figure 8 


WHITNEY BLAKE > comPANy 


Telephone: Area code 203 
New Haven 14, Connecticut CHestnut 8-5515 TWX NH84 
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“A 5% saving in operating cost 
plus higher resale value is why 
we're buying Ford Trucks exclusively ” 


says James Lafferty, Transportation Manager for Henkels & McCoy, Inc., Philadelphia, Pennsylvania 


‘“‘We ran a six-month comparative test on six Ford 
Trucks against six equivalent competitive models 
and found that the Ford Truck operating costs 
consistently ran 5% less than the others. Also, the 
increasing popularity of Fords with truck users 
means that we invariably pick up an extra $100 
to $200 at resale time. 


“Our company has 441 Ford Trucks operating 
from one end of the country to the other. Less 
than 20% of our fleet is within practical traveling 
distance of our two maintenance depots, so we 
depend on local Ford Dealers for the bulk of our 
service work. The complete network of Ford 
Dealers—even in remotest areas—provides un- 
paralleled service everywhere. 


“We specialize in handling construction and 
maintenance jobs. For example, we maintain 
utility lines, telephone lines, gas pipelines, and 
put in city and shopping center lighting systems. 
On these jobs, our trucks usually have to make 
their own way, road or no road. We use Ford F-250 
4-wheel drive pickups in transporting crews to 
construction sites and F-600’s to handle tele- 
phone line or pipeline construction, while our 
T-750 Tandem Axle trucks are equipped with a 
boring unit to dig 11-foot-deep holes for powerline 
transmission poles. 


‘“‘Ford’s rugged dependability, universal adapta- 
bility and superior economy keep us buying Ford 
Trucks exclusively.” 


Solid testimony that Ford’s full-time economy only starts with low price! 


FORD TRUCKS ~~) 


PRODUCTS OF MOTOR COMPANY 
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cant win 


if you dont play. é 


Mean little beast—this slot machine. Yet occasionally it spews out coins in great 
profusion. You can’t get the payment however, until you put in. 

We, here at Leich, feel this way about the Independent telephone industry. 
We feel an obligation to put in our fair share to the industry that supports us. 

Here’s one for-instance: Several years ago we decided that telephone com- 
panies could really save on outside plant expenditures by the use of line-concen- 
trators. We made arrangements with the original Swiss manufacturer. We spent 
several years developing the design, tools, skills and application. Frankly, we spent 
a pile of money. 

Now— line-concentrators are an accepted, proven way to add to outside plant. 
All the things developed by your Independent telephone manufacturers do not 
have such a happy ending. But the time and years and the money need to be spent 
—if our industry is to make progress. 

It’s quite obvious. Your manufacturer must do a great deal more risk-taking 
than a distributor. 

And that’s why... we suggest you seriously consider your equipment manu- 
facturer on all your telephone supply purchases. 


LEICH SALES CORPORATION +©§ 427 WEST RANDOLPH STREET +© CHICAGO 6, ILLINOIS 
PACIFIC COAST: 11401 W. PICO BLVD, LOS ANGELES 64, CAL EAST: 3651 CONNECTICUT AVENUE, YOUNGSTOWN, OHIO 
SOUTHWEST: 1227 SLOCUM STREET. DALLAS 7. TEXAS SOUTHEAST: 5126 SOUTH LOIS ST TAMPA 11, FLORIDA * 2915 W. MOORE ST., RICHMOND. VA 


manufacturers of telephones, switchboards and related apparatus since 1907 





> 
y 
oO 
xc 
a 
uJ 
_— 
uw 
= 





ALCOA BOOTHS 
INVITE 

WHOLE FAMILIES 
TO CALL NOW... 
UP REVENUE 40% 


In Bowie, Arizona, Apache Automatic 
Telephone System reports: 


“Since we installed three Alcoa Outdoor Telephone Booths in Bowie, 
a popular stopping place for vacationers, our revenue has jumped 
40%,’’ explains L. O. Scott, manager of Apache Automatic Telephone 
System. ““These convenient booths spur tourists into calling back home. 

‘‘We chose standard Alcoa booths. They’re roomy enough to let 
the whole family get inside and talk to Grandma or listen in. 

‘‘Upkeep’s proved negligible,’’ continues Manager Scott. ‘“‘Occa- 
sional soap-and-water washings. Our Alcoa booths discourage vandal- 
ism and won’t need painting. These booths are built to withstand 
punishment. Besides, they’re well-lighted at night. 

“In fact, we’re so pleased with our Alcoa booths that we plan on 
putting in more.”’ 

You'll discover Alcoa®” Telephone Booths real revenue boosters, 
too. They fit just about anywhere that’s handy, singly or in tandem. 
Made of Alcoa Aluminum, they resist wear and corrosion, won’t rust. 
Alumilite* finish stays good-looking and attractive with little care. 
Doors won’t stick or warp; glass breakage is minimized. If space is no 
limitation, check into the large Alcoa outdoor booth; for indoor and 
most exterior locations, your best bet is the Alcoa “‘Compact’”’ booth 
—only 28% in. square. Get all the facts by calling your telephone 
supply jobber, or by writing Aluminum Company of America, 
1780-L Alcoa Building, Pittsburgh 19, Pa. 


*Trade Name of Aluminum Company of America 


ALCOA ALUMINUM 


ALUMINUM COMPANY OF AMERICA 


Entertainment at Its Best... ALCOA PREMIERE with Fred Astaire as Host. . . Tuesday Evenings, ABC-TV 
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from ITT Kellogg you get the “basics”... plus... 


Function for function, the ITT Kellogg Automatic Toll Ticketing System meets and exceeds 
all other ticketing systems available. It incorporates and combines the best features of all the 
very latest systems including provision for nation-wide dialing, P.P.C.S. service, among others. 


in addition, the ITT Kellogg sytsem offers these distinct advantages: 


(1) The most compact in size . . . fea- For complete details and technical information, or 
tures advanced, new, smaller-size ticket- an appraisal of your Automatic Toll Ticketing re- 
ers. Requires far less floor space than quirements, see your local ITT Kellogg Represen- 
any other system now on the market... tative or call or write the ITT Kellogg Regional 
actually less than half the space of some! Office nearest you. 


(2) Universally compatible . . . becomes 
a “natural extension” of your present 
equipment — regardless of type... a 
universal register automatically adapts 
system to any method of calling party 
identification! 


(3) Simplified, assured trouble-free... 
number and kinds of components re- 
duced to a minimum. Features simplified 
circuits . . . utilizes only familiar switch- 
ing principles, for easy, year ’round 
maintenance by your own people. 





(4) Accurate ... Better than 99.9% of 
output billable. 


A Division of 
International Telephone & Telegraph Corporation 
6650 South Cicero Avenue, Chicago 38, Illinois 


Regional Offices and Warehouses: 


CALIFORNIA: 23 Broderick Road, Burlingame, California, OXford 7-5780. 
GEORGIA: 1594 Southland Circle, N.W., Atlanta 18, Ga., SYcamore 4-2441. 
INDIANA: 802 Knitters Ave., Fort Wayne, Indiana, Eastbrook 4562. 
IOWA: 1111 East River Drive, Davenport, lowa, 324-0441. 

KANSAS: 7th and Sunshine Road, Kansas City 15, Kansas, MAyfair 1-4418. 
NEW YORK: 309 Wavel Street, East Syracuse, N. Y., HEmpstead 7-2511. 
NEW YORK CITY: 22 Thames Street, New York 6, BOwling Green 9-3800 
TEXAS: 1359 Motor St., Dallas 7, Texas, Riverside 7-5191. 


ITT Kellogg products available in Canada 
through Standard Telephones & Cables Mfg. Co. Ltd. 
9600 St. Lawrence Boulevard, Montreal 12, P.Q., Canada 








FAST AND PROFITABLE 
CIRCUIT EXPANSION... 


Lenkurt Electric’s “EF&I”’ 
turnkey service 


If you’re planning expansion or new 
revenue-building services, it will 
pay you to explore the many advan- 
tages of Lenkurt Electric’s Engi- 
neer, Furnish and Install Services. 


Asa leading specialist in microwave 
and carrier systems, Lenkurt Elec- 
tric has the experience and resources 
to deliver a complete project pack- 
age... usually at less than it would 
cost you to handle the many indi- 
vidual parts by yourself. 


With EF&I, your Lenkurt equip- 


ment is fully integrated with exist- 
ing facilities ... with organization, 


direction, procurement and instal- 
lation handled by one of our EF&I 
teams. There’s never a need for in- 
creasing your personnel or diverting 
any of your present employees from 
important duties. 


Before you plan additional expan- 
sion in carrier or microwave, ask 
your Lenkurt Electric represent- 
ative about EFI, or contact the 
regional office nearest you. 


Lenkurt Electric Co., Inc., San 
Carlos, California. Offices in At- 
lanta, Chicago, Dallas, Minneapolis, 
New York and San Carlos. 


LENKURT ELECTRIC 


Subsidiary of 


GENERAL TELEPHONE & ELECTRONICS 
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TELEPHONE SALES CAN PRODUCE BETTER DIRECTORY RESULTS 


Here is a typical Berry telephone salesgirl . . . pleasant, courteous, and always prepared 
to give the businessman a tailored advertising program to meet his needs and requirements. 


Each Berry salesgirl is specially trained in the skill and techniques of telephone sales 
and effective directory selling. She contributes greatly to the outstanding sales results of 
canvasses, as well as building up favorable public impression of the telephone company. 


Telephone selling is just one more area of specialization that enables L. M. Berry 


and Company to prove that a better directory job CAN Be Done year after year. Let 
Berry do it for you! 


bade Directory Advertising Exclusively 


HULMAN BUILDING + DAYTON 2, OHIO + PHONE 224-7421 
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all get together and fix 


aii: HERE’S REALLY no competi- 


A” student 
said. “They 
prices.” 

Your Washington columnist, stunned, 
asked this student in one of the college 
courses he teaches where she had 
learned that. 

“My 
plied. 

This little by-play typifies the anti- 
business philosophy with which a 
shocking number of college students 
throughout the country are being im- 
bued. The fact that many of these 
institutions of higher learning are sub- 
stantially supported by grants from 
businessmen and corporations puts the 
businessman, in many cases, in the 
position of “feeding the hand that bites 
him.” 


economics professor,” she re- 


NSA Actions Questioned 


It comes as no surprise to anyone 
who has spent much time on a college 
campus that the National Student As- 
sociation, at its last convention, voted 
to (1) abolish the House Un-Ameri- 
can Activities Committee; (2) praised 
Castro for restoring academic free- 
dom to Cuba, and (3) condemned 
the Kennedy administration for its 
“aggression” in launching last spring’s 
Bay of Pigs invasion of Cuba. The 
National Student Association claims 
that it represents 1.3 million students. 

At this meeting, the organization’s 
president, Ed Garvey, expressed the 
hope “that delegates won’t leave and 
forget what has happened, but will go 
back to their campuses, fight for the 
stands they have taken and translate 
policy into specific programs.” 

There are about 46 million people— 
your future customers, employes and 
executives and the country’s future 
voters—enrolled in schools and col- 
leges throughout the United States. If 
these students are being exposed to a 
deleterious philosophy inimical to the 
free enterprise system, the business 
community is in for trouble. To a 
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IN THE 


NATION’S CAPITAL 


BY LAWRENCE J. HOGAN, WASHINGTON EDITOR 
and President, Larry Hogan Associates, 
Public Relations Firm. 


Anti-business and anti-private enterprise philosophy being 
taught to shocking number of college students. . . . Business- 
men and corporations “feeding the hand that bites them” in 
giving financial support to institutions whose teachers prej- 
udice students against free enterprise system. ... It’s time 
they checked how their “investment” in education is spent. 


very substantial degree, we think this 
is the situation in American education 
today. 


Spoon-Fed Socialism 


The Socialist International which 
recently held its conclave in Rome, 
Italy, represents 10 million members 
and 70 million voters. It should be a 
cause of concern if our American stu- 
dents are being spoon fed on socialism 
to add their voices and their votes to 
this massive movement. 

In 1951, William F. Buckley Jr., a 
prominent conservative, who was then 
a recent graduate of Yale University, 
wrote “God and Man at Yale,” a 
meticulously documented indictment 
of the _ socialistic philosophy being 
taught in large doses at that university. 
Buckley stated, “I believe the net in- 
fluence of Yale economics to be thor- 
oughly collectivistic.’ He then pro- 
ceeded to substantiate this charge with 
quotations from the textbooks being 
used in the curriculum. He included 
in his book an appendix listing the 
staggering number of colleges and 
universities which used the textbooks 
which he dissected in his convincing 
analysis. It was an interesting book. A 
great many copies were sold, and no 
doubt, read by thoughtful Americans. 
But, today, we are in no better status 
in education. 


Debates Schlesinger 


Incidentally, in a debate with Buck- 
ley, the arch liberal, Arthur Schlesin- 
ger (who is now a Special Assistant to 


President Kennedy), said that the de- 
velopment of the Welfare State is this 
country’s “best 
munism.” 


security against com- 
There appears to be a great deal of 
truth in George Bernard Shaw’s wit- 
ticism in his “Maxims for Revolution- 
“He who can, does. He who can- 
teaches.”’ College campuses have 
a surprising number of cynical mal- 
contents who make a career of con- 
demning the business world in which 
they could not make the grade, and, 
in the process, they poison the minds 
of our blossoming generations. 
enough to kiss off the 
courtship between the student and so- 
cialism as a passing idealistic phase. 
The French philosopher Andre Gide 
observed that a man who was not a 
socialist before age 21 had no heart, 
but that a man who remains a socialist 
after he is 25 has no head. Reference 
is often made to the late Wendell 
Willkie, who once confessed that he 
had been the leader of his campus 
socialist club at Indiana University, 
but then went on to become one of the 
country’s most distinguished utility 
corporation lawyers and Republican 
candidate for President of the United 
States in 1940. But for every smart 
Wendell Willkie who wakes up to 
cold realities of how a dollar is made 
in the business world, how many are 
there who are not so smart and never 
wake up to the realities of business 
economics, and go all through life 
thinking, believing and parroting the 
socialistic pap which they swallowed 
as college students? 


ists,” 


not, 


It is easy 
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This impact on education has a pyr- 
amiding effect. A liberal professor 
teaches students who, in turn, become 
liberal professors, who then pass their 
philosophy on to their students in a 
mushrooming ground swell toward so- 
cialism. 

Since students are being exposed to 
a liberal philosophy, it is not surprising 
that, when they take their places in 
the world, they think, act and vote in 
conformity with the liberalism which 
was infused into them during their 
school days. Many products of this 
training now find themselves in re- 
sponsible positions in government 
where their prejudiced view toward 
our free enterprise system colors all 
their actions. 

It is interesting to speculate about 
how many of Arthur Schlesinger’s for- 
mer students at Harvard now hold key 
posts with the Kennedy administration. 

Colleges are not the only segment 
of our educational system infected with 
socialism. 


High School Books Checked 


The president of the Rockford (IIll.) 
Chamber of Commerce, E. R. Hollings- 
worth, claims that the textbooks being 
used in that city’s public schools are 
slanted to make the philosophy of the 
“so-called liberal positive and desirable 
and the philosophy of the conservative 
negative and undesirable.” In a letter 
read to the Rockford Board of Educa- 
tion he said, “My personal skimming 
of several Rockford textbooks confirms 
the beliefs that these false concepts 
are being taught in our public schools.” 

He added that “the degree in which 
they are stressed undoubtedly is de- 
pendent upon the attitude of each 
teacher.” Adding to the cause for 
alarm inherent in this remark of Mr. 
Hollingsworth, was a comment made 
by a Rockford school teacher who said, 
“Socialism is the climate of the educa- 
tional profession ... by its very na- 
ture it is socialistic.” 

This teacher gives two points which 
warrant thoughtful consideration: 


(1) Teachers are carried away with 
their own importance. Theirs is a cap- 
tive audience, one in which their teach- 
ings and theories seem more important 
than they are because there is no open 
argument or disputing of their word. 

(2) Public school and state univer- 


sity teachers are government-hired 
and government-paid so they look to 
the government as supplier of all their 
needs and wants. 


Educators Review Books 


Mr. Hollingsworth in his 
the board of education 
textbooks used in the 
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letter to 
said certain 
social science 


and government classes in the Rock- 
ford schools have been reviewed by 
two competent educators. 

“The reviewers make no blanket con- 
demnation of these books; however, in 
general they agree that the books con- 
tain considerable slanted material in- 
dicating that (1) the philosophy of the 
so-called liberal is positive and desir- 
able and the philosophy of the conser- 
vative is negative and undesirable, and 
(2) that citizens must look more and 
more to government (especially federal 
government) to solve all their prob- 
lems and answer all their needs.” 

Books which were reviewed and 
mentioned by Mr. Hollingsworth are 
“Evaluation of Building Our Life To- 
gether,” “Civics for Americans,” “The 
Making of Modern America,” “The 
Growth of America,” “Your Govern- 
ment,” “Government in Action,” and 
‘“‘American Problems Today.” 

It might prove interesting to check 
the titles of your children’s school 
books. 


Reds Work on Youth 


An excellent article in the Novem- 
ber, 1960, issue of Nation’s Business 
magazine, entitled “Reds Threaten 
U. S. Youth,” dissects the communist 
plan for the exploitation of youth. The 
Communist Party, USA in a conven- 
tion-adopted resolution leaves little 
room for doubt about its aims: “Our 
participation in (young Americans’) 
struggles will help unite youth against 
the enemy of all—monopoly capital.” 
Nation’s Business commented in the 
article: 

“Those who picture the Communist 
Party, USA as a defanged rattlesnake 
—noisy but harmless—have been 
jolted in recent months by explosive 
evidence that young people here are 
not immune to red agents’ exploita- 
tion. 

“Defection of two young National 
Security Agency code experts to Russia 
shocked the nation last summer. 

“Earlier, in San Francisco, a hand- 
ful of known U. S. communist leaders 
were able to incite thousands of col- 
lege students to mob violence against 
the House Un-American Activities 
Committee. ... 

“The plot against young Americans 
is as subtle as it is sinister. Commu- 
nists know that the overwhelming ma- 
jority of U. S. teen-agers and college 
students are patriotic and would not 
be vulnerable to direct appeals from 
the party itself. They concentrate in- 
stead on undermining religion, love 
of country and the competitive enter- 
prise system.” 

A U.S. Chamber of Commerce ques- 
tionnaire sent to more than 9,500 high 
school students produced some shocking 
results: 


e More than one-third expressed the 
belief that the price a company wants 
to charge has more influence on prices 
than what customers are willing to pay. 


e More than half expressed the opin- 
ion that business gets too large a share 
of profits in comparison with the com- 
pensation which workers receive. 


e Nearly 60 per cent felt that, in most 
industries, one or two companies are 
so large they practically have monopo- 
lies. 

e About 44 per cent gave solace to the 
ideological descendants of Karl Marx 
when they said they thought that the 
fairest economic system takes from 
each according to his ability and gives 
to each according to his needs. 


Business Should Check Grants 


Is it really so surprising, then, that 
during the Korean War imprisoned 
American soldiers were found to be 
broadcasting Red propaganda? Some 
wrote articles praising communism. 
Others sent letters home to relatives 
and friends denouncing America’s in- 
volvement in the war. Chinese com- 
munists were able to convince these 
young men that their system was bet- 
ter than ours. Perhaps a_ thorough 
grounding in the values of our free en- 
terprise system during their student 
days would have provided an effective 
armor against this brainwashing. 


Total expenditures for education in 
1960-61 were estimated to be 26.6 bil- 
lion dollars. A substantial part of this 
money—through taxes as well as out- 
right grants, endowments and gifts 
from foundations—is provided by the 
business community. 


Why does business help to under- 
write an effort to destroy itself? This 
suicidal complex on the part of busi- 
ness is difficult to understand. 


Unsound in Business 


It’s about time that the businessman 
broadened his participation in Ameri- 
can education beyond the noble check- 
signing activity. The same _ business- 
man who sends large donations to his 
alma mater out of sentiment, without 
any idea how the money will be spent, 
would never make such an unsound 
judgment in the operation of his own 
business. If he did, he wouldn’t be in 
business very long. Good business 
judgment seems to dictate that busi- 
nessmen should take a closer look at 
how their “investment” money in edu- 
cation is being spent. It is not far- 
fetched that a telephone company 
could make a substantial contribution 
to a university and have the money 
used to finance a study by a liberal 


(Continued on page 44) 
TELEPHONY 





The Plant Man’s 


NOTEBOOK 


By RAY BLAIN, Technical Editorial Director 


HE 64TH annual convention of 
T the USITA, held recently in Chi- 

cago, proved to be most interest- 
ing and instructive to all Plant men 
who were privileged to attend. This 
annual meeting, as always, provided 
an ideal means for Plant men to keep 
up-to-date and informed on new de- 
velopments in the industry. There were 
sO many new ideas, equipment, tools 
and materials exhibited this year that 
we'll not attempt to mention all of them 
but ony a few that may be considered 
highlights. 

Electronic Switching. We could not 
help but marvel at the progress that 
has been made in electronic switching 
during the past year. We would not 
predict that electro-mechanical switch- 
ing systems will all be replaced in the 
near future, but it is certainly gratify- 
ing to observe the progress being 
made in the development of a new 
and obviously good switching medium. 

Toll Ticketing. Several automatic 
toll ticketing systems were on display 
and certainly they are all performing 
the required functions in a most satis- 
fying manner. Subscriber DDD on 
station-to-station calls has proved so 
successful that operating companies 
have promoted the expansion of this 
service to other types of toll calls. 
Automatic ticketing systems are now 
available which permit the extension 
of customer dialing to person-to-per- 
son, collect, and special instruction 
calls. This equipment reduces the man- 
ual operator’s effort to a minimum 
and permits automatic billing. 

Dial PBX’s. Dial PBX systems are 
being improved and features provided 
that reduce the manual operators’ re- 
quirements to a minimum. These sys- 
tems are presently being extensively 
used in hotels and motels where they 
are materially reducing the operation 
cost and at the same time improving 
service. One new and interesting fea- 
ture of the new dial PABX is the 
transfer feature. A user can hold any 
call by dialing the digit “1.” The call 
can then be transferred to any other 
station on the system by dialing that 
telephone’s number. Conference calls 
between an outside party and more 
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than one inside telephone may be set 
up in the same manner. 

Dialing by Pushbuttons. Pushbutton 
dialing and multifrequency pulsing 
were demonstrated in a most con- 
vincing manner. These services pro- 
vide a new concept in switching speed 
and reduce equipment holding time. 
It requires only a second to pulse 
seven digits into any type of switching 
equipment. 

Electronic Scanner. The sequential 
scanner, used in monitoring and alarm 
systems, provides a safeguard on mod- 
ern and complex communication sys- 
tems. One type of electronic scanner 
automatically monitors from eight to 
256 on/off or go/no-go input signals 
and provides alarm control functions 
at remote locations. Another less elab- 
orate electromechanical system is de- 
signed to economically provide remote 
supervision of up to 30 alarms and 
status contacts over any communica- 
tions channel from a dc one-way wire 
loop to a speech-plus tone over micro- 
wave or radio. 

Traffic Recording. Traffic recorders 
and service observing equipment, 
which meet the versatile requirements 
of Independent operating companies, 
are now available for use as portable, 
semi-portable, or as complete central- 
ized traffic recording systems. The ver- 
satility of this equipment permits its 
use on all types of step-by-step, all- 
relay, or crossbar switching systems. 
The units all provide for plug-in con- 
nections, with various flexible cable 
connector assemblies available for the 
variety of combinations in which the 
equipment can be used. 

Test Equipment. It was pleasing to 
note the emphasis placed on test equip- 
ment at this meeting. This is obvi- 
ously a good omen because with DDD, 
and the rapidly increasing traffic 
volume, it is most important that all 
switching equipment operate at top 
efficiency at all times. Only by neces- 
sary routining of equipment and the 
use of proper testing instruments can 
the required service reliability be 
assured. 

Outside Plant Material. It is also 
good to note that the development of 


outside plant materials is being con- 
stantly made, and various new types 
of wire and cable have been placed 
on the market during the past year. 


One interesting item now in the 
development stage is a Fiberglas in- 
sulator designed for use on open wire. 
It is claimed that this insulator will 
have a considerably lower loss than 
the conventional glass variety. More- 
over, this insulator is practically inde- 
structible and a .22 caliber long rifle 
bullet, fired at close range, will not 
break it. 


Ribbon Cable. Perhaps the one item, 
however, that to us appeared most in- 
teresting was a ribbon cable with an 
8 mil thickness designed to replace 
the conventional house wire stapled 
in place. This ribbon cable contains 
four flat wires and is insulated with 
milar. It is furnished in a variety of 
colors and has a_ pressure-sensitive 
adhesive backing. To install, it is sim- 
ply pressed on the wall. It can also be 
installed under rugs, asphalt tile, par- 
quet flooring or simply placed on the 
floor surface in a manner similar to 
molding. 


Special fittings are provided with 
screw terminals that pierce the milar 
insulation and contact the flat wires 
of the ribbon and provide a means of 
connecting the round wire. There is 
no need to drill holes through partition 
walls as this flat 8 mil ribbon can be 
formed around doors and window 
frames in such a manner that it does 
not affect their operation. 


The writer had the pleasure of in- 
specting several installations of this 
ribbon cable in a new apartment 
house development in New York City 
recently. The installation foreman 
praised it highly and claimed that its 
use reduced the installation labor cost 
over 40 per cent. Strange as it may 
seem, these subscribers also took pride 
in showing us the installations and 
praised their neatness. When the rib- 
bon cable matches the wall color, or is 
painted, it is most difficult to see. 


Cable Pressurization. It was also a 
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The mayor and bank president of Batavia, O., and the county commercial manager for the telephone company inspect 
the photo display of their town, the story of which appeared in The Cincinnati & Suburban Bell Telephone Co. employe 
magazine, “The Bulletin.” These features on towns help to demonstrate to the community how dependent the telephone 


business and town are on each other. Recently, the feature on the city of Greenhills won the award as the “Best Human 
Interest Story” in the state of Ohio Industrial publications. 


BUILDING BUSINESS CLIMATE 


THROUGH EMPLOYE MAGAZINE 


most significant change in employe 
publications 
has 


|: HISTORICAL perspective, the 


over the last 
been in content. Today, while 
mention is made of the broad 
range of employe activities, manage- 
ments, especially those of utilities, are 
raising their sights to shoot for greater 
understanding and support of business 
problems. 

Employe “small talk” in publications 
has given way to three interrelated 
subjects: Economic education, better 
business climate, and community or 
political activity. Treatment of these 
subjects in employe publications is a 
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decade 


some 


By ROBERT F. CRECCO* 


way of getting a better return 

employe communications. 
Fundamentally, economic 

the 


system is the 


from 


education 
or understanding 
prise 


private 
most 


enter- 
important. 
Since most majority 
of their information after 
they leave school or college (from com- 
panies work for, friends and 
neighbors, printed media of all kinds, 
radio and TV), it is doubly important 
that we not neglect action in 
area of understanding. 

Utilities, because of their necessary 
monopolistic nature, have a two-fold 


people get the 


economic 


they 


this 


job with readers—imparting under- 
standing of how the regulated utility 
fits in the economic system, as well as 
the fundamental economic differences 
that affect utilities and differ us from 
other businesses. 

This is also one of the educational 
challenges that utilities have with 
consumers. Management looks to em- 
ployes, through publications, for help 
in disseminating this knowledge to 
customers. As good-will ambassa- 


*Mr. Crecco is Editor of “The Bulletin,” 
employe magazine of the Cincinnati & Subur- 
ban Bell Telephone Co. 
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Films, 


Employes 


must have an understanding of the 


economics of the free enterprise system and the 
place of the public utility in it if they are to be 
adequate in acting as good-will ambassadors. Here, 
a group of accounting people participate in a ses- 
sion of “It’s Our Business”, conducted by The Cin- 
cinnati & Suburb o Bell Telephone Co. 


lectures and charts help to build up in- 


terest in the discussions that are a part of the “It’s 
Our Business” course, an economic educational pro- 
gram for all employes of The Cincinnati & Suburban 


Bell Telephone Co. 


dors, with economic understanding, 
they will leave the desired impression: 
“We feel that the telephone company 
always gives us worth 
Your service charges are fair and rea- 
sonable; telephone people appear to 
work efficiently and economically.” 

The business climate must be a pro- 
gressive one if economic sense is to be 
put to work. For the consumer, the 
word monopoly has great emotional 
impact. All the evils inherent in this 
word mind. The bulk of our 
telephone consumers in this modern 
day and age still harbor the “milking 
the public purse” concept of the 19th 
Century. 

Even employes do not fully under- 
stand that, today, this meaning of the 
word has nothing to do with “monop- 
oly” as it applies to a public utility. 
The employe publication, while it has 
as its main readership the employes, 
filters out and, in many cases, has as 
much readership among the consumers. 
Here is a ready-made opportunity to 
secure the understanding that a direct 
contest between utility companies is 
neither practical nor economical. And 
this is the only aspect in that a utility 
is monopolistic. They contend in every 


our money’s 


come to 


other way. In short, the employe pub- 
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lication can leave this image with all 
“Your vast operation is re- 
quired to do the job the people and 
the nation expects of you. Your sin- 
cerity and sense of obligation in your 
daily 


readers: 


dealings with me assure me 
that you’ll use your bigness rightly.” 

Today, the trend is to make the em- 
ploye publication a many faceted tool. 
Thus it was only logical that it would 
support utility 


managements’ aim to 


make its employes community or po- 
litically minded. Much has been writ- 


ten in all media about the lack of 
CQ, or civic quotient, in the American 
people. Employe publications have 
taken the lead to instill the desire in 
readers to “get out and vote,” “protect 
your rights, do not take them for 
granted,” “work on the local level for 
better government,” “write your con- 
gressman,” etc. Telephone employes in 
recent years, armed with this aware- 
ness, have taken a serious minded 
assumption of their responsibilities as 
business citizens by showing good em- 
ploye relations and commendable 
leadership in civic and political affairs. 

Employe interest of this type in a 


(Continued on page 46) 


Many telephone people, with the en- 
couragement of management, are 
holding community offices and respon- 
sibility. Here a Cincinnati & Subur- 
ban Bell Telephone Co. employe takes 
oath of office as member of a sehool 


board. This type of leadership leads 
to better understanding of the com- 
pany in the community. 
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MIND YOUR OWN BUSINESS 


Here’s a personal file of stimulating ideas; 
little known facts and problem solvers 


Increase your Word Power. The 
Human Engineering Laboratory, an in- 
stitution which analyzes people’s apti- 
tudes, has found that the only common 
characteristic of successful people in 
this country is an unusual grasp of the 
meanings of words. Dr. Johnson O’Con- 
nor, director of the laboratory, ex- 
plains the close relationship between 
vocabulary and success this way: “The 
answer seems to be that words are the 
instruments by means of which men 
and women grasp the thoughts of oth- 
ers and with which they do much of 
their own thinking. They are the tools 
of thought.” 

In short, a good vocabulary repre- 
sents power—power to communicate, 
understand, persuade. It is one of 
the weapons in your competition for 
personal advancement. 

Here are five ways to build up your 
arsenal of words: 

e Become actively receptive to new 
words. Train yourself to be on a con- 
stant lookout, in your reading and 
listening, for any words that other 
people know and you don’t. 

e Read more widely. You will find 
a rich source of new words in books 
and magazines. Is your reading re- 
stricted to a quick perusal of the daily 
newspaper? If your aim is to have a 
better vocabulary, take the time to 
read more widely, to go through books 
that will give you at least a nodding 
acquaintance with many areas 
of knowledge. 

e Get the dictionary habit. When you 
run across an unfamiliar word, don’t 
settle for a rough guess as to its 
meaning. Keep a dictionary handy, 
look up the word immediately. A few 
minutes of browsing in a dictionary 
daily can turn up colorful, useful 


more 
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words, too. Jot them down for review 
and practice. 

e Set a goal. If you do nothing about 
your vocabulary, you will learn—by 
natural processes—about 50 new words 


RX for Doing Things 


Nobody’s work day includes 
only agreeable chores. Yet, the 
less pleasant tasks must be done 
—and the sooner, the better. Here 
is a technique that works amaz- 
ingly well for most people: Form 
the habit of doing the thing you 
like to do least before you do the 
thing you like to do best. Get it 
behind you so you can enjoy to 
the full what you really enjoy do- 
ing, without thought of the un- 
pleasant duty ahead. 

Here are three suggestions: 

(1) List on a piece of paper the 
things you must do today for 
sure. 

(2) Write down two or three 
things you’d really rather do to- 
day—read a book, take in a foot- 
ball game, go to a movie, what- 
ever. 

(3) Now make a deal—promise 
to reward yourself for getting 
the necessary, less attractive 
duties out of the way early, by 
doing one or two of the things 
in your second list. In the same 
way, make an agreement that you 
can do some of the major things 
you'd like if you clean up certain 
more important obligations first. 


in the next three years. By conscious 
effort you can learn several thousand. 
Set yourself a goal of discovering, and 
really understanding, at least five new 
words every day. This may sound am- 
bitious, but you will discover, as soon 
as you start actively looking and listen- 
ing for new words, that they are all 
around you. 

e Use your new words. Just as ath- 
letes keep in training, stretch your 
vocabulary muscles by using the new 
words you learn. Beware of sounding 
as if you’re trying to impress people— 
of course, pick your words and the 
people with whom you use them—but 
good words of solid meaning are never 
out of place. Use them in writing, too. 
Your letters and memos will become 
stronger and more colorful as your 
ability to express yourself increases 
with your word power. 


Receiving Unordered Merchandise by 

Mail. You not only don’t have to pay 
for it, says the National Better Business 
Bureau, Inc., but you can even charge 
for storage if the sender wants the stuff 
back. 
“Furthermore, you aren’t under any 
obligation to acknowledge its receipt. 
You don’t have to send the merchan- 
dise back if you don’t want it and you 
needn’t pay a cent for it unless you use 
it. You are not responsible for its care 
and you can chuck it in the wastebasket 
after “‘a reasonable period of time.” 


Are You A Logical Listener? A re- 
cent survey of men in various occupa- 
tions disclosed that over two-thirds of 
their waking hours were spent in ver- 
bal communication. A breakdown of 
the figures indicated that the average 
subject spent 16 per cent of his “com- 
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Theres no fine print in 
Onan'ss pricing policy! 


‘Strip-downs’ and ‘price-adders’ are 
getting out of hand in the electric 
plant industry. There have always 
been a few who have sold strictly 
on price, and of course, got the price 
down by stripping equipment of 
essential components. 


Today, some leading manufactur- 
ers are stripping-down their elec- 


tric plants. 


These stripped-down prices are at- 
tractive. But when you add the cost 
of such essentials as oil and water 
pressure gauges, battery-charging 


ammeter, over-speed shutdown, 


radio suppression, flexible exhaust 
tubing—even mufflers!—what hap- 
pens to your bargain price? You’re 


right— you wind up paying more. 


Onan has never produced a strip- 


ped-down model, has never used 
essential operating accessories as 


‘price-adders.’ 


Today, more than ever, it will pay 
you to go over electric plant prices 
with an eagle eye. Compare Onan 
prices with others before you buy. 
(But read the fine print. ) 


World’s leading builder 
of electric power plants 


Onan Electric Power Plants are available 
in sizes from 500 to 230,000 watts. 


ONAN Division, Studebaker-Packard Corporation, 2603 University Avenue S.E., Minneapolis 14, Minn. 
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municating time” in reading, 9 per cent 
in writing, 30 per cent in talking—and 
a whopping 45 per cent in listening! 

In short, if your day is merely 
average, you spend about five hours 
just listening—to your boss, associ- 
ates, employes, wife, children, friends 
and neighbors; to instructions, infor- 
mation, suggestions, advice, criticism 
and complaints. 

Yet, tests have shown that most of 
us only listen to half of what is said 
to us. We hear it, all right, 
don’t listen. 

And what is the single most com- 
mon listening error? 

Emotional listening—unreasoning re- 
action to “trigger words.” 

Because many of these words work 
at the subconscious level, they are 
particularly apt to interfere with lis- 
tening to what is really said. 

Certain words produce temporary 
deafness in each of us. Let some people 
hear words like labor, liberal, Catholic, 
intellectual and they automatically set 
their minds on disapproval. Others re- 
act equally strongly to management, 
conservative, Protestant, Jew. 

In either case, when “trigger words” 
are allowed to cast their spell, judg- 
ment and logic go out the window; 
only emotions remain. And _ that 
means the end of effective listening. 

The solution? Become consciously 
aware of “trigger words.” As 
you read, converse, watch TV, 
write down those words that upset 
emotionally, that paralyze your 
critical powers, that prevent you from 
listening to what is really said. 

Review them from time to time. 
The better you get to know them, the 
less emotional static they’ll create in 
the future. And the static, the 
more logical your listening will be. 


but we 


your 
write, 


you 


less 


Watch “Little” Things. Most of us 
know—and practice—the rules of good 
“public relations.” We listen to others 
respectfully ...we don’t always tell 
people what we really think of them 
we generally “mind our manners.” 

Yet, unwittingly, we are all occasion- 
ally guilty of annoying others through 
some “little” thing, a minor quirk in 
our personal make-up. 
have to deal with 


Since we all 


others on-the-job 


and off, the sooner we spot—and elim- 
inate—these personality gremlins, the 


smoother our 
bound to be. 
Because one man’s innocent man- 
nerism may be another man’s poison, 
take stock of your own idiosyncrasies. 
Right here, right now, put yourself un- 
der a microscope and see if there is 
anything you do or say that might be 
offensive to others. To get you started, 
here’s a handy check list of “little” 
things that can drive some people to 
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human relations are 


distraction—and create needless bar- 
riers to your own personal success. Be 
frank with yourself and check those 
that apply to you: 


[] Do you talk too fast? What you say 
may be unintelligible to your audi- 
ence. Even if it isn’t, fast talk de- 
tracts from the content of your mes- 
sage. 

[] Does your speech falter? On the 


other hand, if you “uh” or “er” 


Don’t Reach Inside TV Set! 


Why not? For the same reason 
you respect the “DANGER! HIGH 
VOLTAGE” sign on a power line 
—to avoid a severe shock. Al- 
though a TV set operates on nor- 
mal house current, this relatively 
low voltage is stepped up 12 times 
or more—to as high as 15,000 
volts—in certain of the tubes, 
condensers, and maze of wiring 
that make up the working part of 
your set. That is why the back of 
virtually every set is securely 
covered with a fiberboard shield. 
When an amateur with little 
knowledge of electronics removes 
this shield for even a minor re- 
pair, he may not live to regret 
it. 

Remember, too, that even when 
it’s out of the set, a TV tube de- 
mands careful handling. If it is 
dropped and breaks, the vacuum 
inside the tube causes the glass to 
shatter with great force. 

When you have your set re- 
paired, make sure the serviceman 
replaces the back of the set so 
that children will not be tempted 
to poke around in it. Only with 
this shield in place is a TV set as 
safe as other appliances. 


between phrases, you may loose 
your audience’s attention altogeth- 
er. 

| Are you a “fixer”? When talking 
to a man, do you just have to 
straighten papers on his desk, flick 
the lint off his jacket, pick the 
raveling off his sleeve? It’s insult- 
ing. 

} Are you a “peeker’”? Do you habit- 
ually look at the papers on a man’s 
desk or otherwise investigate his 
personal property? Don’t. 

Do you talk with your forefinger? 
Do you emphasize every point by 
poking the poor listener in the 
chest until he’s so busy dodging 
that he can’t possibly understand 
what you’re saying—or care to? 
Sheer bad manners. 

Do you call people “stupid”? Not 


outright, of course. But it amounts 
to the same thing if you constantly 
say, “See what I mean?” or “You 
understand?” 

Are you a “shoe-tapper”? This 
could be completely unconscious 
and harmless—unless the man for 
whose attention you are bidding 
decides that you’re in a hurry to 
get away. He may let you—sooner 
than you’d like. 

[} Are you too informal? He may be 
“Jim” to the boys, but to you he’s 
Mr. Jones. Unless he tells you 
otherwise. 

} Are you a back-slapper? Enthusi- 
asm and boorishness are not the 
same thing. The word: keep your 
hands to yourself. 

How do you look? Wrinkled clothes, 

a spotted necktie and 5 o’clock shad- 

ow suggest equally sloppy think- 

ing habits that are not to be taken 
seriously. 

Unfortunately, even one check is 
too much. Your job: Make a conscious 
effort to rid yourself of any “little” 
thing that may now be working 
against you. 


Protect Your Checks. Despite the 
credit card age in which we live, 
fraudulent checks cost the people of 
the United States more than 500 mil- 
lion dollars a year. And the loss grows 
greater annually. The word: Caution— 
caution in the way you 
checks, endorse them, 
Some specific tips: 

e Write every letter, figure and word 
of your check carefully, clearly, leg- 
ibly. Crowd your writing. Leave no 
gaps or openings where a letter or 
numeral can be inserted. 

e Whenever possible, avoid writing 
checks to “cash” or “bearer.” Such 
checks are as negotiable as currency— 
by anyone. 

e Use one signature for correspond- 
ence, another—including, perhaps, 
your middle name—for checks only. 
Have your bank honor only your of- 
ficial signature. 

e If cancelled checks 
your home or office—see to it that 
there is a lock on your mailbox. 
e To protect your signature, destroy 
cancelled checks not kept in a safe 
place. 

e Never abbreviate words on a check. 
Spell out words like company, incor- 
porated, department, brothers, junior. 
e Never send signed checks through 
the mails with the space for the pay- 
ee’s name left blank. 

e When mailing a check to your bank, 
write “for deposit only” over your 
endorsement. 

e Beware of “friends of friends” who 
ask you to cash checks. If someone 
you know vouches for a _ stranger, 
have him endorse the check, too. 
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BY UNITED STATES MOTORS CORPORATION 


100 K 


DIESEL 
“MICRO POWER” 


A COMPLETELY NEW DIMENSION IN NO-BREAK UN-INTERRUPTED 
ELECTRIC POWER SUPPLY 


United States Motors Corporation is keeping pace 
with the industry — growing daily. In days past, 
our Micro Power units ranged in size from 1¥2 KW 
to 20 KW capacity. Today, we are building Micro 
Power units in capacities up to the NEW 100 KW 
UNIT pictured above. Tomorrow — we will build 
them even larger to satisfy the increasing capacity 


SPECIALIZED SALES AND SERVICE CENTERS LOCATED 
THROUGHOUT THE UNITED STATES & FOREIGN 
COUNTRIES 


For complete information — call or write 


requirements for dependable no-droop, no-drop 
standby power. Every Micro Power built today re- 
flects more than 10 years of laboratory and field 
research-testing. What's more —several thousand 
operating units attest to its demand for a wide 
variety of applications. 


SPECIAL FEATURES 

* off the line initial start-up with automatic engine control. 

% load isolation from incoming supply at all times. 

% incoming 50 cycle frequency automatically converted to 
60 cycle output frequency when desired. 

% ultimate for stabilizing incoming variations of voltage 
and frequency. 


UNITED STATES MOTORS CORPORATION 102 west Fifth Avenue * Oshkosh * 


Wisconsin 
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words and ideas 


tools of PUBLIC RELATIONS 


VERY COMPANY has public re- 
F tations just as every individual 

has a reputation—because public 
relations is nothing more than repu- 
tation. The only question is whether 
that reputation is good or bad. 

We become a bit smug about our 
reputations sometimes, like the cocky 
young fellow who answered an adver- 
tisement for a delivery boy at a drug 
store. When the druggist asked him 
his name, he _ replied, “Alexander 
Graham Bell.” 

“Well,” the druggist said, “That’s 
a pretty famous name, isn’t it?” 

“It ought to be,” the young fellow 
said, “I’ve been delivering groceries 
in this neighborhood for two years.” 

We all have a tendency to become 
a bit complacent about our reputa- 
tions 


Know Good From Bad 


Many people have a natural, in- 
tuitive grasp for what is good public 
relations and what is bad. Think of 
your own acquaintances. The chances 
are, the persons whom you like best, 
have excellent personal “public rela- 
tions.” How many have 
said that he or such a nice 
person.” 

“Everybody’s crazy about Joe.” 

“He doesn’t have an enemy in 
world.” 

These people intuitively know what 
to do and what not to do in order 
to make people love them. 

I’d like to tell you a story about a 
man with this magic touch whom I 
met in Wilson, N. C., a number of 
years ago. Wilson is a Southern town. 
When they talk about Yankees there, 


times 
she “is 


you 


the 
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they’re not referring to a_ baseball 
team. During World War II, this man 
—a bachelor from New York with a 
Brooklyn accent as thick as Times 
Square traffic on New Year’s Eve— 
was assigned by the Army Signal 
Corps as a civilian inspector in Wil- 
son. The first week he was there, 
his work kept him pretty busy, but 
when Sunday came he had nothing to 
do. He tried to strike up conversa- 
tions with various persons around 
town, but they grunted and went their 
way. Everyone he came in contact 
with—people at work, waitresses in 
restaurants, his landlady—they all 
shunned him. 


One Deed Made Change 


After two or three weeks of this, 
he was getting pretty lonely. The only 
diversion he found was to take long 
walks. One day he passed a cemetery 
and strolled inside. He found to his 
great surprise that the metal markers 
on the graves of the Confederate sol- 
diers buried there were in very poor 
condition. This Yankee from New York 
quietly resolved to do something about 
it. He bought wire scrapers, paint, 
brushes and other paraphernalia and 
the next time he had a day off, he 
went to this cemetery and began 
sprucing up the Confederate soldiers’ 
grave markers. For the next several 
weeks he spent all his free time on 
this project. 


*Mr. Hogan is Washington Editor of TELE- 
PHONY and president of Larry Hogan Asso- 
ciates, public relations firm. This is an address 
that Mr. Hogan gave at recent district meetings 
of the Missouri Telephone Association. 


Well, word travels fast in a small 
town, and Wilson was buzzing with 
comment about this crazy Yankee from 
New York. People began melting a 
bit. Folks smiled when they passed 
him and said, “Howdy.” The Rotary, 
the Kiwanis, the chamber of com- 
merce and every other civic group in 
town invited this “crazy Yankee” to 
speak at their meetings. He accepted 
these invitations and he told them 
that his ancestors had disagreements 
with their ancestors, and brave Con- 
federate soldiers died for the princi- 
ples in which they believed. He told 
them that he had great admiration and 
respect for these soldiers and he 
thought it was shameful that the peo- 
ple had forgotten these dedicated men 
by neglecting their graves. 

Well, I want to tell you, that Yankee 
really won the heart of that Southern 
town. Every club and lodge invited 
him to join, and, I think he could 
have been elected mayor. 


Personal and Company Relations 


President Kennedy has this intuitive 
grasp for public relations. When 
Khrushchev was rattling rockets and 
making threatening demands about 
Berlin, what simple method did Pres- 
ident Kennedy select to show 
Khrushchev and the world that Amer- 
icans are not afraid? In his public 
statements, he made it clear that we 
intend to stand firm, but he chose a 
very human gesture to show that 
we’re not gripped by the panic of fear. 
He hopped on a golf cart with a couple 
dozen kids and drove them to a candy 
store! 

I’m sure that most of you who rep- 
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HERE! 


new built-for-business 
features from 
the traditional resale leader* 


(2 Chevrolet 


*Based on prices in the National Automobile Dealers Association 
USED CAR GUIDE, recent-model Chevrolets are now bringing 
a higher percentage of their original price than any other full-sized 
car in their field. 


Here are all the fleet car advantages you’ve 
come to expect from Chevrolet—plus new 
refinements that promise even higher return 
at trade-in time.* Who else in Chevrolet’s 
field, for instance, gives you the trip-shorten- 
ing comfort of Full Coil cushioning at each 
wheel, aided and abetted by more than 700 
sound and vibration filters? Or a whopping 
deep-well trunk (with bumper-level loading) 
that lets you take on odd-shaped samples 
and paraphernalia you used to have to leave 
behind? And more, much more: oversized, 
wide-opening doors designed with big six- 
footers in mind. Roomy new Body by Fisher 
interiors. Standard Hi-Thrift 235 Six and 
Turbo-Fire 283 V8 triggered to do special 
things with regular gas. And, for extra long- 
term protection of your fleet investment, 
new steel front fender underskirts help put a 
stop to rust. Even the mufflers are longer 
lived this year to help cut maintenance cost. It 
will pay you to check out all the dollar-saving 
details at your Chevrolet dealer’s first 
chance you get. . . . Chevrolet Division of 
General Motors, 

Detroit 2, 

Michigan. 


2-Door Bel Air 


. 
the new CH VY l| basic fleet transportation in a totally new line of cars 





Chevy II 100 4-Door 
NOVEMBER 11, 1961 


This one might just fit your special fleet require- 
ments like no other car ever has. It’s built in a 
new runabout size with a rugged new kind of 
unitized body to save you money in mainte- 
nance. You have a choice of a frugal four or satiny 
six in most models. Durable new Mono-Plate rear 
springs make the Chevy II ride a study in 
smoothness. And just wait till you get the low- 
down on that price tag at your dealer’s! 
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resent the top management of your 
telephone companies have this intui- 
tive grasp for public relations. All of 
you are probably active in civic af- 
fairs, and I’m sure you’re well-respect- 
ed in your communities. But, the fact 
that you have good personal public 
relations does not mean that your 
company necessarily has good public 
relations. 

In that front office, you’re some- 
what insulated, and you really don’t 
know whether or not your repairmen 
are tramping mud on a _ housewife’s 
floor, or whether a long distance op- 
erator is curt with her customers. 

You have a business to administer 
and good administration dictates that 
every phase of the company’s opera- 
tions contribute to efficient, courteous 
and responsible service to the public. 
To help accomplish the company’s ob- 
jectives, the good administrator takes 
advantage of the techniques developed 
by the public relations profession. 


Communications Bridge 


Public relations builds a communi- 
cations bridge between the mind of 
the client and the mind of the public. 
Public relations practitioners 
with two basic tools in constructing 
that bridge: Ideas and words. And 
their effectiveness is directly propor- 
tionate to their ability to generate ideas 
for projecting a client’s message and 


work 


their skill in selecting the proper words 
and media for transmitting that mes- 
sage. 


The power of words cannot be over- 
estimated. The 26 letters of the Eng- 
lish language are the building blocks 
with which the reputations of men— 
and even nations—are built. Words 
move people. Words have changed the 
course of world history. 

Public relations is really not so new. 

St. Paul was an early “public re- 
lations practitioner” who converted 
people to his “Client’s” viewpoint. And, 


Wiiiversvesss 


Four basic steps should be followed in formulating a sound 
public relations program—Fact-finding, planning, communi- 


cation and evaluation. 


in fact, the Master Himself taught us 
the lesson of explaining things through 
the use of parables, and He taught us 
the beauty of simple language: “Come, 
follow Me... ” 

And envision what our world would 
be like today, in 1961, if Karl Marx 
had not said, ‘“‘Workers of the world, 
unite. . .” or “From each according to 
his abilities; to each according to his 
a 

And the Boston Tea Party staged 
by Samuel Adams and his friends was 
a well-conceived promotional event de- 
signed to call attention to the de- 
termination of the colonists and to 
the unfairness of Britain’s tax policies. 
And their circulation of letters 
throughout the Colonies to muster sup- 
port for the Revolution was an effec- 
tive use of a public relations technique. 


Choice of Words Important 


And who will ever forget the words 
of General Douglas MacArthur which 
kept hope alive in the hearts of a 
captive people during World War II 


In public relations one does not go helter-skelter from one 
project te another—he analyzes all problems, creates pos- 
sible solutions, and fits them into an over-all pattern. 


—“T shall return.” (Incidentally, when 
General MacArthur returned for a 
Fourth of July Celebration in 1961, 
400,000 Filipinos turned out to hear 
him speak.) 

And inspiration is inherent in so 
much of what Winston Churchill has 
spoken and written. As a New York 
advertising agency pointed out in an 
excellent institutional advertisement, 
Churchill, in paying his famous trib- 
ute to the British pilots could have 
said, ‘““We sure owe a lot to the R.A.F.” 
But what did he say? This master 
technician of the English language 
knew full well the power of 
words to move human beings—to in- 
spire them to acts of heroism. His 
words will ring in the halls of his- 
tory—‘Never before in the field of 
human conflict was so much owed by 
so many to so few.” 

Yes, all through history imaginative 
men have swayed men’s minds and 
stimulated them to courses of action, 
or inaction, through the skillful 
of words. 

It is basic, then, that to be success- 
ful a public relations practitioner must 
excel in creativity and the ability to 
communicate effectively in both the 
written and spoken word. 

Public relations men are not magi- 
cians. They have no bag of tricks to 
hoodwink the public and their cli- 
ents. They can’t offer quick solutions 
to difficult problems, but most of them 
are perceptive, resourceful and knowl- 
edgeable, and they know the tech- 
niques for telling a client’s story. 

Because business desperately needs 
this talent, this means of telling its 
story, this interpretation of its role in 
our society, the public relations pro- 
fession has unique opportunities to be 
of service to the business community. 

In this day of specialization, it be- 
hooves business firm to have 
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In the time it takes this 
to make 1 hole in concrete 


NOVEMBER 11, 1961 


this makes 5 permanent fastenings 


The timesaver on the right is called Shure-Set.® Instead of mak- 
ing holes in concrete (slowly) it makes permanent fastenings 
(quickly). This easily. Insert a Shure-Set fastener in one end. 
Strike the other end with a hammer. Less than 5 taps and the 
fastener permanently anchors a 2 x 4— or a duct strap, or a 
junction box, or most anything — to concrete. No drilling. No 
expansion devices. No powder charge. And no sweat. If your 
time is money — Shure-Set saves a lot of both — it'll pay for 
itself first day out on the job. Shure-Set tools and fasteners 
are available from your local Ramset or Shure-Set dealer. He’s 
listed in the Yellow Pages, under “Tools.” 


Ramset WINCHESTER-WESTERN DIVISION Olin 


297-K Winchester Ave., New Haven 4, Conn. 





the best brains available thinking for 
it. A competent public relations prac- 
titioner will conceive ideas which will 
carry to the client’s various publics 
the messages he desires to communi- 
cate: That a company is a good em- 
ployer and a good citizen, that its 
profits are reasonable, that its ethics 
are above reproach, etc. 

However, you must remember that 
the best hitter in any league bats 
well under .500, so your public rela- 
tions counselor will come up with some 
ideas which top management will re- 
ject for various reasons: It is not feas- 
ible, it is too expensive, it is contrary 
to company policy, etc. But the gusher 
which produces the ideas should never 
be cut off or the company’s trans- 
mission line to the outside world will 
be cut off. Placing a down-the-line 
department head filter on the stream 
of creativity might deprive the com- 
pany of many worthwhile ideas. 

The men at the top should decide 
whether a particular idea is sound or 
not, because their intimate knowledge 
of the company’s philosophy, history 
and goals gives them that intuitive 
grasp we spoke of, for what is good 
and bad for the company. 

Public relations counsel should play 
a role similar to that of the company’s 
legal counsel. It is the public relations 
man’s responsibility to defend the com- 
pany before the bar of public opinion, 
which is equally as important to any 
company as the legal bar. Obviously, 
in this role as advisor to top manage- 
ment, the company must select an in- 
telligent, well-educated man of high 
caliber and outstanding ability. Make 
sure he measures up to the job. 


Must Know Company 


Usually you will find that the top 
public relations man has an omnivo- 
rous appetite for knowledge. He wants 
to know everything about the company 


An alert public relations man studies 
his targets and fires his ideas in the 
language peculiar to the specific pub- 
lic he wants to reach. 


30 


The public relations man should educate everyone in the 
company as to his particular role in the company’s over-all 


public relations program. 


and its operations, the angle of the 
lineman’s spikes in the pole, the favor- 
ite music of the young telephone op- 
erator, the plans of the man in the 
accounting department who will soon 


Just like a football team, public rela- 
tions people have short-range and 
long-range goals and a set of plays to 
accomplish them. 


retire, why visitors must wait so long 
in the executive suite. He wants to 
know what the housewife’s telephone 
means to her, and how she reacts to 
her monthly bill; he checks frequently 
to see how the company’s bowling 
league is progressing; why customers 
sometimes must wait for several rings 
before an operator answers. He wants 
to know what can be done about the 
obscene, anonymous calls which some 
subscribers receive, or about the in- 
considerate people who 
party lines. He wonders what the 
stockholders think about the com- 
pany’s administration, he studies ways 
to pave the way for a rate increase 
long before the actual application is 
filed, and he worries about what facts 
the commissioners will consider most 
important. 

Yes, he thinks and worries about 
many things because every phase of 


monopolize 


the company’s operations is within 
his realm of interest and responsibility. 
In negotiating his way through this 
complex universe, the professional 
public relations practitioner follows 
four basic steps: Fact-finding, plan- 
ning, communication and evaluation. 

First, let’s look at fact-finding. He 
must know as much background in- 
formation about the company’s prob- 
lems as possible. He must acquaint 
himself with the company’s history, 
its high points and its low points. He 
must identify the company’s various 
publics and learn their interests and 
viewpoints, their attitudes toward the 
client, theit language, their aspira- 
tions, their thought leaders, the media 
to which they most frequently expose 
themselves, etc. A company’s publics 
might include employes, customers, 
stockholders, governmental agencies, 
the community in which it does busi- 
ness, suppliers, unions, etc. 

Some of the background data gath- 
ered will be common to more than one 
public, but some will not. All of it 
will be helpful in determining how to 
communicate effectively with these 
special groups. 


Like a Telephone Instrument 


Such information helps the public 
relations man to beam his messages 
onto his targets accurately and with 
impact. Initiating a public relations 
program without this basic data is 
similar to embarking on a trans-world 
airplane flight without maps or weath- 
er information. 

The public relations man is like a 
telephone instrument. He sends and 
receives simultaneously. In addition to 
telling the client’s story, he tries to 
interpret the public’s thinking for the 
organization’s policy makers. To do 


(Continued on page 48) 
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CUTS POWER GCOS 2ov...SPACE BY 80% 


SINGLE CHANNEL CARD 


NEW COLLINS TRANSISTORIZED CARRIER...UP TO 600 CHANNELS 


Now... the freedom of maintenance and reliability inherent in transistorized 
equipment, at a saving of up to 90% in power and 80% in rack space over tube 
equipment. This is Collins new MX-106 fully transistorized carrier. Either in 


microwave, wire or cable systems — or any combination of these 


— the new multiplex is compatible with Collins MX-103, Western 
Electric L-Type, CCITT, and other carriers. Its design permits 4 WA : AND 
easy and economical expansion to meet changing require- 
ments. For details, write Collins Radio Company, Texas 


Division Sales, 1930 Hi-Line Dr., Dallas 7, Texas. = COLLINS ye CARRIER 
Wi 4 . 


COLLINS RADIO COMPANY °* DALLAS, TEXAS ° CEDAR RAPIDS, IOWA BURBANK, CALIFORNIA 





F YOU WORKED as a switchboard 

operator a number of years ago you 

will remember that talking at the 
switchboard was prohibited. Conver- 
sation was limited to “work talk”. A 
supervisor was responsible for seeing 
that operators in her division did not 
carry on personal conversations. While 
rules are not as rigid in this regard as 
they were a number of years ago, 
proper decorum in the central office is 
still recommended. 

It is natural for women to love to 
talk. Even when two women dislike 
each other, they still will find some- 
thing to talk about. 

Women in all lines of work will find 
that their love of talking often causes 
them to slip into four basic traps. 
These traps are: Listening to or re- 
peating office gossip, scandal and ru- 
mor; getting involved in chitchat that 
wastes time and irritates supervisory 
personnel; indulging in long discussions 
of personal and health problems on of- 
fice time; and making and receiving 
long personal telephone calls that are 
not necessary. The latter point does not 
necessarily apply to switchboard oper- 
ators, except if they monopolize a rest- 
room telephone during breaks. 

If an employe will follow carefully 
four simple rules, she will be in no dan- 
ger of criticism from supervisory per- 
sonnel. They are: 

(1) Refuse to listen to or repeat 
office gossip, scandal, and rumor. It is 
almost impossible to stop gossip, rumor 
and scandal among the employes of an 
office. It is possible, however, for a 
smart employe to keep completely out 
of the tale-telling unless it is necessary 
for her to step in and squelch it 
completely. If the gossip concerns noth- 
ing of importance, she should and will 
keep away from it by refusing to listen 
and/or refusing to repeat. If it con- 
cerns a matter that could endanger the 
company, she should step in and put an 
immediate stop to the talk. 

(2) Avoid time-wasting  chitchat 
that has no part in the affairs of the 
business. We can’t go through any busi- 
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THE 


OPERATOR’S CORNER 


By MAYME WORKMAN, Traffic Editor 


ness day without some casual conver- 
sation if we wish to keep on friendly 
terms with our associates. Rest periods 
and lunch periods should be used for 
personal conversations, or we should 
wait until after work and spend our 
leisure time finding out what a bargain 
Susie got at the store, what Mary’s 
date had to say about her new hairdo, 
and what Betty plans to do on her 
vacation. 

(3) Avoid long discussions of per- 
sonal and health problems. Conversa- 
tions about assorted aches and pains 
are dull to everyone but the person 
who is relating her ills. On top of being 
dull, they are dangerous. 

If we have health problems, the only 
person we can safely discuss them 
with is our doctor. So, to save office 
time and protect our own health, we 
should avoid these discussions with 
other members of our office force. 

Disclosing personal problems, such 
as romance, money, and family trou- 
bles, is out of place when we should 
attend to our work. We can save our- 
selves much time if we leave such 
discussions for “after hours.” 

In addition to using our company’s 
time, we put ourselves in a position of 
possible ridicule when we let our 
business-world friends into our 
personal-world joys and sorrows. 

(4) Limit personal 
to emergencies 


telephone calls 
and absolute 
sities. Try to keep them to a three- 
minute deadline. While “number four” 
is not as applicable to switchboard op- 
erators as 1, 2, and 3, it does apply to 
switchboard operators who operate the 
board and serve subscribers in other 
capacities. 

The office telephone is there for a 
purpose—to make or receive calls that 
concern the business of the company 
for which we work. No one could, or 
would, object to our receiving calls of 
an urgent nature such as a family 
emergency, a changed appointment, or 
a message that we must receive. 

Busy executives all have approxi- 
mately the same comment to make 


neces- 


about the disease of telephonitis. The 
girl who doesn’t catch it is the biggest 
asset a busy office can acquire. 

It is well to use good judgment in 
our chatting in the office and on the 
telephone. After all, we do have rest 
breaks and lunch hours, and free 
time during the evening for the long, 
involved, personal conversations that 
we women love so much. 

Talking is good fun when it is done 
in the right place at the right time. 


Traffic Questions 

(1) When an outward operator ac- 
cepts a collect call, should she 
ask, “Is the number you are call- 
ing a coin telephone?” 
When an outward operator re- 
quests a number from the infor- 
mation operator, what should 
the outward operator say when 
information answers? 
If the calling party has given 
only a_ street address, what 
should the outward operator say 
when requesting a number from 
information? 
If the entry “send from nearby 
tel” is on the ticket, what should 
the outward operator say to in- 
formation? 
If it is necessary to cut out of 
connection to auxiliary operator 
while the calling party is holding 
the line—for example, to answer 
a flashing cord signal or to pass 
a verbal clearance order—what 
should the operator say? 


(Answers to questions are on page 50) 


Named by Pacific NW Bell 


Dean G. Ostrum, general attorney for 
Pacific Northwest Bell Telephone Co., 
has been elected vice president and 
general counsel, effective Nov. 1. He 
became general attorney for the com- 
pany in 1960, and prior to that, served 
as Oregon area attorney for Pacific 
Telephone & Telegraph Co. from 1957 
to 1960. 
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A COMPLETE 
TRANSMISSION 


TESTING 


FACILITY 


FOR ENGINEERING, PLANT AND TRAINING 


TMS-0100 


The TMS-0100 Swept-Band Transmission 
Measuring Set 


p> 


TMS-0101, Field Unit with Separate 
Power Supply for Easier Portability 


TLA-0100 


TLA-0100 Artificial Line shown with Storage 
Drawer open and Plug-in Modules in place 


——— ~ 
— ‘eon 
9% $9 6688685066 85: 


<OREe 22990909800 


THS-0100 


Test Hybrid Set 


TMS-0101 


Hallamore designed Swept-Band Transmission Measuring 
Set, Artificial Line, and Test Hybrid, provide all the equip- 
ment any telephone company needs for fast, accurate 
reliable, and economic voice-band circuit checkout to 
satisfy the most demanding conditions. Unprecedented 
requirements for good voice transmission circuits created 
by Direct Distance Dialing, and other modern communi- 
cation developments, are more readily handled with the 
use of any one, or a combination, of the apparatus herein 
described. 

THE TMS-0100 SWEPT-BAND TRANSMISSION 
MEASUREMENT SET is a multi-purpose instrument de- 
signed for direct visual readout, requiring no interpolation, 
graphing, or plotting, providing a perfect tool for circuit 
verification, and adjustment of associated equipment dur- 
ing installation, as well as for maintenance, engineering 
or training. 

It is FAST, having the proven capability of checking cir- 
cuits at a rate at least 14 times faster than conventional 
methods, with complete ACCURACY (direct readings 
eliminate incidence of error), RELIABILITY (thoroughly 
field tested and used by telephone companies and the 
military for several years), and ECONOMY (the TMS per- 
forms the work of many instruments, at a labor-saving 
pace, with many plant, training, engineering applications) 
For PLANT DEPARTMENT the TMS makes it relatively 
simple to maintain maximum quality control in cable and 
circuit acceptance testing, as well as initial adjustment of 
central office equipment 

For ENGINEERING DEPARTMENT. In the engineering 
of outside plant facilities, it is possible to build a circuit 
artificially on the Hallamore Artificial Line, and examine 
its transmission characteristics on the Transmission Meas- 
uring Set. It is possible to ascertain definitely, in advance, 
the attenuation, return loss, and impedance characteristics 
of contemplated circuits. 

For PERSONNEL TRAINING. The Hallamore Transmis- 
sion Measuring Set, alone, or in combination with ancillary 
equipment provides an invaluable transmission training 
tool, vividly and graphically illustrating the conditions 
leading to both good and bad circuits. 

The TLA-0100 ARTIFICIAL LINE enables the simula- 
tion of circuit characteristics existing in outside plant. 
Through specific design, maximum flexibility is obtained 
with respect to load distribution, cable characteristics, and 
termination. By means of plug-in modules containing 
various lengths of line section and load types, commonly 
used loading schemes (B88, D88, H88, M88) may be ap- 
plied to any one or a combination of six types of cable 
Load spacing and end sections may be adjusted in incre- 
ments of 150 feet. 

The THS-0100 TEST HYBRID SET incorporates the 
necessary transformers, balancing networks, access jacks, 
and switching, for performng all standard measurements 
of return loss and for adjustment of building-out capaci- 
tance or compensation on telephone cable circuits. 


FOR FURTHER INFORMATION WRITE OR PHONE 


ovo tA LILA MORE 


ELECTRONICS DIVISION 


714 NORTH BROOKHURST 


ANAHEIM, CALIFORNIA 


NOVEMBER 11, 1961 


STREET 


PROSPECT 4.1010 
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Different people want 
qQifferent phones 


HAZARDOUS LOCATION PHONE 

Safe service in dangerous atmospheres. For use in 
oil refineries, gas plants, laboratories, etc. Sealed 
housing contains explosions, encloses all compo- 
nents that might produce sparks. 





AE makes a phone for every customer need 


Each person in your area has specific telephone 
needs. Take the man who works in an oil or gas 
plant. He needs the protection of a hazardous 
location phone. However, a secretary needs the 
convenience of a multi-line phone. You can 
sell both... 

To meet the needs of different customers, you 
must provide many types of phones—standard 
and special. Why? Because it’s profitable! The 
customer who wants a special phone pays extra 
for the extra service. 

Any new customers in your area? Any old 
ones with new telephone needs? If so, show 
them the AE phone best suited to their particu- 
lar needs. Contact your AE representative. He'll 
be glad to give you full details on our complete 
line of telephone services and related instru- 
ments. Only AEoffers 15 different phones to meet 


different customer needs. 


AUTOMATIC ELECTRIC 


Subsidiary of 


GENERAL TELEPHONE & ELECTRONICS 


TYPE 86 PHONE 

Key telephone provides switchboard convenience 
for small commercial subscribers. Up to six central 
office, PBX, or private lines. Dial or pushbutton 
intercom service. Choice of 10 colors 








Area Coverage Is Aim 
Georgians Are Informed 


by DIANNE P. DRUCKER 


HE AIMS OF THE Rural Electric- 
T fication Administration under the 

stewardship of the new adminis- 
trator were outlined to Georgians at 
their convention on Sept. 14 and 15 at 
Jekyll Island. 

Harold F. Clark, area director-south- 
area telephones, REA, delivered 
the speech which was to have been 
given by Richard A. Dell, deputy ad- 
ministrator, who was unable to attend 

J. P. Gleaton of Tifton presided at 
this 39th annual meeting of the Geor- 
gia Telephone Association, which had 
250 registrants. 

Mr. Dell’s speech emphasized that 
the REA first of all intends “to keep 
on making loans to improve and ex- 
pand telephone service in rural areas. 
We are going to make loans to com- 
mercial companies where they are 
willing to provide modern dial serv- 
ice on an area coverage basis in their 
rural service territories. And we are 
going to make loans to cooperatives, 
where subscribers are willing and able 
and want to provide their own rural 
service on an area coverage basis.” 

The talk mentioned that, in the com- 
ing year, the REA is authorized to 
lend up to $162,500,000, a substantial 
increase over last year. 

As for where emphasis will be 
placed, Mr. Dell stated that area cov- 
erage is a must on REA’s agenda. 

Mr. Clark quoted Mr. Dell as saying: 

“T have to tell you quite frankly 
that REA is more interested in people 
than in profits. As Administra- 
tor Clapp said shortly after taking 
office, REA stands in the same corner 
as the subscriber and the potential 
subscriber. Our responsibility is to 
help make it possible for you to serve 
more rural people and to serve them 
better.” 


east 


He termed the present the “critical 
stage” in the drive to achieve area 
coverage, the coverage which is not 
around the edges of the towns and 
along the highways. 

His address mentioned a survey of 
180 telephone borrowers in five states. 
This survey, he remarked, “indicated 
that many REA borrowers still have a 
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large job of area coverage to do within 
their present territories. 
more than half of the total number of 
establishments outside the base rate 
area (of the companies answering the 
survey) still are without telephones.” 
The study also showed, he said, that 
in the surveyed systems, almost two- 
thirds of the unserved establishments 
outside the base rate area are located 
adjacent to existing lines. These could 
be connected at a relatively low cost 
and without delay, the 
ministrator reported. 


service 


deputy ad- 





Discussing the manufacturers’ exhibits 
they viewed at the Georgia convention 
are, left to right: Jim Wright of Gen- 
eral Telephone Co. of the Southeast; 
Bill Taylor of McCall-Thomas Engi- 


neering Co., and Raiford Parker of 
South Georgia Telephone Co., Sylvania. 


Turning to Georgia, Mr. Dell, in his 
speech, discussed a study of census 
data in that state. It reveals that in 
each of 38 counties there are from 500 
to 1,000 farms without telephones of 
any sort. In three additional counties, 
there are from 1,000 to 2,000 farms 
without service. Although some farms 
cannot presently afford telephone serv- 
ice, Mr. Dell feels they are balanced 
out by many non-farm homes, stores 
and other establishments which could 
afford telephones, if the service were 
available. 

He said that some households prob- 
ably feel they can’t afford service; 
others who haven’t had it think they 


don’t need it; others would become 
subscribers if the full value of the 
service were explained to them. What 
is needed, he stressed in his talk, is 
an “active sales promotion program. 
It is not enough to wait for people 
to ask for service—go sign them up.” 

Attention to 
needs is 
stating: 


subscribers’ 
pointed out, 


individual 
necessary, he 


“Telephone companies and coop- 
eratives can help their revenue po- 
sition and their subscribers, too, by 
more attention to the commercial 
department of the business. Exten- 
sion telephones, outdoor gongs, ‘no- 
hands’ sets, intercom systems, color 
telephones, and other services can be 
important money-makers for 
tems that are working close to mar- 
gin in providing area coverage. 

“You can expect REA to urge its 
borrowers to promote full use of 
telephone services to subscribers. 
The best service to subscribers does 
not come from installing a single 
black telephone for multi-party serv- 
ice in the geographical center of the 
dwelling. Nor is it provided by a 
fast-sell job that loads the subscriber 
with a color telephone in each room. 
Each family, each commercial estab- 
lishment has its own_ individual 
needs for telephone service. Your 
company or cooperative can increase 
its effectiveness by tailoring a tele- 
phone proposal to fit the subscriber.” 
REA will continue to make loans on 

the basis of the present eight-party 
rural multi-party concept. However, 
Mr. Dell informed the Georgians that 
effective immediately REA, as a re- 
sult of studies, will consider loans in- 
volving five-party rural service, with 
one and two-party base-rate service, 
for both initial design in new exchange 
areas and for redesign by upgrading 
existing facilities. 

He also predicted that REA will be 
in the forefront with technical devel- 
opments which assure better service 
and/or lower costs. A small staff of 
highly trained REA engineers works 
on materials, equipment, system de- 
sign and techniques which will help 
borrowers meet rural telecommunica- 
tions needs, he pointed out. 

Mr. Dell mentioned the field repre- 
sentatives and staff specialists as part 
of advisory services offered in support 
of REA loans. 

He stated in his talk that these per- 
sonnel “can show you ways to step up 
efficiency, to reduce expenses, to in- 
crease revenue, and to serve more 
people along the lines and way out at 
the ends of the lines.” 


sys- 


Reviewing the service job Georgia 
companies have done in the _ past, 
Crawford L. Pilcher, chairman of the 
Georgia Public Service Commission, 
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THE DIARY 
THAT 


" Ade 
“Ss = IMPRISONED 
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Nearly two centuries ago, Karl Gauss, 
“Prince of Mathematicians,” kept a diary 
which was destined to become one of the 
most significant documents in the history 
of mathematics. 


In his diary Gauss jotted down the 
results of elaborate calculations that had 
led him to fundamental discoveries in math- 
ematics. But he never published these 
discoveries, and many of them remained 
undisclosed during his lifetime. 

It wasn’t until almost 50 years after 
Gauss’s death that his diary was found and 
published. Much time and talent, mean- 
while, had been spent in duplicating Gauss’s 
efforts. Mathematical progress had been 
needlessly slowed. 


In contrast, today’s scientists and engi- 
neers are alert to the importance of sharing 
their findings through publication. In fact, 
the number of definitive papers published 


PROGRESS 


in a scientific or technological field has 
become a sure sign of the creative effort 
in that field. 


Bell Laboratories scientists and engi- 
neers publish more than 800 papers a year, 
reporting new observations and new think- 
ing in the arts and sciences that serve 
communications. They have also authored 
more than 50 technical books, many of 
which have become standard works of ref- 
erence. The steady stream of new informa- 
tion that comes out of Bell Laboratories 
again reflects the scope and depth of the 
creativity that works to improve Bell 
System communications. 


BELL TELEPHONE LABORATORIES 


am a> 


World center of communications research and development 





surveyed 10 years of Georgia telephone 
history. 

He stated that population in the 
state had increased 14 per cent in 10 
years, from 3,445,000 in 1950 to 3,924,- 
500 in 1960. An increase of 15 per cent 
is predicted by 1970, giving 
a population of 4.5 million. 

Telephone growth has 
matched the population growth in the 
10-year period. Commissioner Pilcher 
pointed out that the percentage of 
families with telephones rose from 38 
per cent in 1950 to more than 63 per 
cent in 1960. By 1970 this percentage 
is expected to increase to 79 per cent. 

In the decade under discussion Geor- 
gia telephones increased, he stated, 
from 538,150 to 1,158,689. For the 
state telephone industry as a whole 
this growth 100 per For 
Independent companies, the increase 
was more than 170 per cent. 

As of 1960, some 97 per cent of the 
Independent exchanges were dial. 


Georgia 


service’s 


was cent. 


In the face of this tremendous prog- 
ress, Commissioner Pilcher shared the 
sentiments of REA Assistant Admin- 
istrator Dell in pointing out that pri- 
mary emphasis is still on people. Pil- 
cher urged companies “never to lose 
sight of the fact that your customers 
will still be people. You may 
them with fantastic machines and un- 
dreamed of gadgetry, but your 
tomers will always be people. 

“They will respond favorably to 
service that meets their needs—a serv- 
ice that is warm and friendly and con- 
cerned with their telephone problems. 

“Regardless of how far telephone 
service (progresses) from a technical 
standpoint, customers should be made 
to feel there is a concern for their 
service as individuals and there is an 
interest in their needs. 

“The final end of all progress in the 
telephone business is the customer, for 
without his favor and goodwill 
cannot hope to meet completely 
challenge of the future.” 

He reaffirmed the desire of 
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serve 


cus- 


you 
the 


the 


Four Georgia convention speakers. Left 
to right above: H. M. Stewart, president 
and general manager of the Standard 
Telephone Co., Cornelia; Crawford L. 
Pilcher, chairman, Georgia Public 
Service Commission, and Harold F. 
Clark, area director, southeast area 
telephones, Rural Electrification Ad- 
ministration. At right is James C. 
Wright, safety director of General Tele- 
phone Co. of the Southeast, Durham, 
N. C. 


Georgia Public Service Commission to 
work with telephone companies as 
they “prepare (their) individual busi- 
meet the challenges of the 
days that lie ahead.” 

New will help companies 
meet these challenges, and Georgians 
were enlightened by a lecture dem- 
onstration entitled “Communication 
Services For Tomorrow.” This pre- 
sentation was made by S. Bennett 
Wynne, general marketing manager of 
Southern Bell Telephone & Telegraph 
Co 

One of the important problems fac- 
ing all companies today is safety, and 
James C. Wright, safety director of 
General Telephone Co. of the South- 
east, Durham, N. C., gave a lecture 
demonstration on this subject. He 
made use of dominoes to illustrate 
some of his points. 

Greetings from the United States 
Independent Telephone Association 
were extended to the Georgia group 
by H. M. Stewart of the Standard 
Telephone Co., Cornelia, Ga., a director 
of USITA. 

The following directors will serve 
the Georgia Association for 1961-62: 
Mr. Stewart; Cam Lanier Jr., West 
Point; Glenn Bryant, Hinesville; Jo- 
seph Dyson of Washington; R. L. Line- 


nesses to 


services 


berger of Gray; James Evitt Jr. of 
Ringgold; Downing Musgrove of Ho- 
merville; A. L. Boyer of Atlanta; C. J. 
Mathews of Statesboro; W. C. Deloach 
of Blakely; Aubrey E. Sikes of Glenn- 
ville; J. E. Kirk of Dalton; Madison 
New of Thomaston; John Cozart of 
Fitzgerald, and Arthur Fincher of Can- 
ton. 

Officers are: President, Mr. Evitt; 
first vice president, Mr. New; second 
vice president, Mr. Lanier and secre- 
tary-treasurer, E. R. Britt of Metter. 


Party Line Delay Factor 
In Missouri Fire Loss 


A Kansas City, Mo. man reported 
that he was unable to obtain use of his 
four-party line even though he in- 
formed those using it that his house 
was on fire. 

John Gentry said that he asked for 
the line because his house was burning 
and was told: “Oh yes, we know. My 
house is on fire, too.’ 

Mrs. Gentry finally ran to a neigh- 
bor’s house to call firemen. 

Fire department batallion chief Rob- 
ert Howard said he couldn’t tell how 
much of the $2,200 damage was due to 
the lost time, but the delay “certainly 
was a factor.” 
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| "Nuts to these long 

| spans! Im going 

| where they don't kno 


about (38) Amertel." 























SORRY, old fellow, but it’s just good business to use the very best wire on rural telephone lines... 
and that’s USS Tiger Brand Amertel. Its higher strength means fewer poles, less materials, faster 
installation, and lower costs. In a heavy loading area you can span up to 200 feet with Amertel 85, 350 
feet with Amertel 135, and 600 feet with Amertel 195. Grade for grade, Amertel’s voice transmission 
efficiency is the highest. The physical and electrical characteristics of Amertel 195 give it a transmission 
efficiency higher than any other galvanized steel telephone wire. Where icing is a problem the greater 
strength of USS Amertel protects against failure. Amertel will stretch under an ice load but will return 
to almost its original sag after thawing. The heavy zinc coating on USS Amertel gives greater corrosion 
resistance and lowers maintenance costs. For your next job, check the advantages of using USS Tiger 
Brand Amertel. Write American Steel and Wire, Dept. 1420, Rockefeller Building, Cleveland 13, Ohio. 


USS, Tiger Brand and Amertel are registered trademarks. 


American Steel and Wire 
Division of 
United States Steel 


Columbia-Geneva Steel Division, San Francisco, Pacific Coast Distributors 
Tennessee Coal and Iron Division, Fairfield, Ala., Southern Distributors 
United States Steel Export Company, Distributors Abroad 
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Alaska Council Favors 
Sale of Telephone System 


Members of the Anchorage, Alaska, 
City Council, by a vote of 7-to-1, went 
on record as favoring the sale of the 
municipally-owned telephone system 
if certain requirements are met (TE- 
LEPHONY, Nov. 4). 

Specific requirements for such a 
sale and the price were scheduled for 
subsequent consideration by the coun- 
cil. 

The council’s stand was taken fol- 
lowing earlier referendum rejection by 
the voters of a proposed 4-million-dol- 
lar revenue bond issue for telephone 
system improvements. 

The council vote was on a motion by 
Councilman Harry Pursell that it “go 
on record as favoring the sale of the 
telephone system and request offers 
from all qualified prospective purchas- 
ers. At the same time I propose that 
we go on record in specifying certain 
requirements that will be 
to consummate the 
these as including: 

A “statement of what improvements 
to the system we could expect with 
private ownership; . assurance the 
sale would not have the effect of impos- 
ing higher rates than we would have 
with city ownership; . evidence 
that any loss of contributions to the 
general fund will be compensated for 
in some manner; (and) the sale price 
must reflect full market value as gen- 
erally recognized in the industry.” 

Pointing out that 
of the “has been a general 
topic of discussion for some time,” 
Pursell said the time had come to “ex- 
press ourselves as a body and to list 
points that are of interest to the coun- 
cil.” 

He said he was in favor of selling the 
system if certain objectives were ob- 
tained. “I firmly believe,’ he _ said, 
“that if private industry can furnish 
the services, the city government 
should bow out. I do think that we 
must recognize, though, what the sys- 
tem means to the city. 

“This past year, the telephone sys- 
tem made payments in lieu of taxes 
of over $200,000. In addition, a con- 
tribution of more than $300,000 was 
made to the general fund by the tele- 
phone system. 
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necessary 
sale.” He listed 


the possible sale 
system 


Courts and Commissions 


“This totals over one-half million 
dollars and without this contribution, 
our tax bill would be higher. It is true 
that if the system were sold for several 
million dollars it would allow us to pay 
off a portion of our bonded indebted- 
ness and reduce our debt service 
quirements. 


re- 


“However, if we were to lose a part 
of the contribution without a reduc- 
tion in telephone rates I might possi- 
bly change my mind about the de- 
sirability of selling the system. The 
wrong deal could cost us in the long 
run.” 

Councilman William Besser, who 
cast the lone dissenting vote, said that 
“just because the voters were against 
the bond issue doesn’t mean they want 
to sell the system.” He said the voters 
were indicating they wanted to reduce 
expenditures. “I don’t think a lot of 
people know that the telephone sys- 
tem is a money-making proposition,” 
he added. City Manager Chet Hostetler 
warned that the system, if privately 
owned, “will come under the state pub- 
lic utilities commission. The council is 
going to lose the right to regulate tele- 
phone rates. It would have no jurisdic- 
tion.” Councilman Frank Harris noted 
that payments in lieu of taxes are made 
from revenues collected for telephone 
service outside the city, which would 
not be paid by the purchaser. 


FCC Changes Procedure 
In Telpak Proceeding 


The 
mission 


Federal Communications Com- 
has set Nov. 13 as the date 
when it will sit en banc to receive evi- 
dence in the proceeding concerning 
American Telephone & Telegraph Co. 
regulations and charges for Telpak 
services and channels (Docket 14251) 
as to (1) whether services under sus- 
pended revised tariff schedules 
distinguishable in any material re- 
spects from services offered under 
other tariffs, and (2) whether there 
are any material cost differences as- 
sociated with furnishing a given num- 
ber of channels to one customer as 
opposed to furnishing the same num- 
ber of channels to as many customers. 
After receiving such evidence, the 
commission will immediately have 


are 


oval argument as to whether, in the 
light of this evidence, the revised Tel- 
pak rates are unlawfully discrimina- 
tory or preferential under the provi- 
sions of Section 202(a) of the Com- 
munications Act. 

It further ordered that no _ initial 
decision will be issued, but the parties 
were permitted to file briefs by Nov. 9. 

In taking this action the commission 
granted in part and denied in part a 
Sept. 29 motion by Motorola, Inc. The 
commission stated: “If Motorola is cor- 
rect in its contention, it would seem 
futile to proceed with the more volu- 
minous evidentiary procedures. re- 
quired to demonstrate that the rates 
are necessary to meet competition and 
are compensatory.” 

Telpak deals with private line serv- 
ice by volume users between specified 
points. The original Telpak tariff went 
into effect Feb. 16, 1961. On Sept. 7 
the commission instituted an investi- 
gation into the lawfulness of Telpak 
and suspended, for three months, re- 
visions which were to have become ef- 
fective Sept. 8. 


Oregon High Court Reverses 
Bell Rate Case Ruling 


The Oregon supreme court has re- 
versed (5 to 2) a 1958 ruling of the 
former Oregon Public Utility Commis- 
sioner, Howard Morgan, which cut 
down a requested rate increase for $4,- 
858,000 to $759,000 for the intrastate 
operations of Pacific Telephone & Tele- 
graph Co. (now conducted by the new 
Pacific Northwest Bell Telephone Co.). 
Commissioner Jonel C. Hill was direct- 
ed by the court to enter new findings 
in the case (TELEPHONY, Jan. 31, 1959). 

The court said Morgan refused to 
make allocations of investment and ex- 
pense items between intrastate and 
interstate commerce based on recog- 
nized standards adopted by the utility 
industry and other states. 

The Public Utility Commissioner’s 
office said this was a reference to the 
manual of the National Association 
of Railroad & Utility Commissioners. 
It said Morgan substituted the findings 
of the commission’s staff and consul- 
tants. The Oregon commission had nev- 
er officially adopted the national man- 
ual. 
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A commission spokesman said it was 
impossible to say immediately wheth- 
er the ruling would cause an addition- 
al telephone rate increase, but doubted 
that any possible increase would be 
retroactive. 

The high court said that in consider- 
ing intrastate rates, Morgan refused to 
consider an amount of more than 6 
million dollars in plant and investment 
and some $423,000 in expenses and 
taxes that result from it. 

The court noted that interstate rates 
are fixed by the Federal Communica- 
tions Commission. It also pointed out 
that if the company cannot get an in- 
crease in its interstate rates and intra- 
state rates do not consider this invest- 
ment, then the company cannot get a 
return based upon the investment. 

The tribunal said Morgan had reached 
his conclusions based upon a for- 
mula which in effect valued inter- 
state calls at three times as much as 
local calls. 


N. Kansas Company Sold to 
Telephones Inc. of Chicago 

The Northern Kansas Telephone Co., 
Ottawa, which operates in about 35 
Kansas exchange areas, has been sold 
to Telephones Inc. of Chicago. The 
transaction is subject to approval of the 
Kansas Corporation Commission. 

Announcement of the sale of the 
Northern Kansas company was made 
by Thomas E. Gleason, president, who 
will continue as its president and gen- 
eral manager. 

Northern Kansas now serves approx- 
imately 9,300 subscribers. 

The sale was effective as of Oct. 1. 


Approve Dial, EAS Rates 
At Minnesota Exchange 

The Lime Springs (Ia.) Telephone 
Co. on Oct. 30 was given permission 
by the Minnesota Railroad & Ware- 
house Commission to raise rates at its 
Fountain, Minn. exchange. 

With the aid of a $110,000 Rural 
Electrification Administration loan, the 
company plans to convert Fountain 
from magneto to dial and to provide 
extended area service between Foun- 
tain and the Preston exchange of 
Northwestern Bell Telephone Co. Cut- 
over is set for Jan. 7, 1962. 


The Lime Springs company also | 


serves the Cherry Grove exchange in 
Minnesota, as well as the Lime Springs 


exchange in Iowa. Both are dial. | 


Total stations served in Minnesota are 
$2. 

With old rates, the company had a 
net income of $26, giving it a .001 per 
cent rate of return on its rate base of 
$226,310. With new rates, net incom 
will increase to $6,892 giving the com- 
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THOSE WASPS 
WITH A 


SNEX 
BOMB HOLDER 


Magnolia Snex Bomb Holders for 
Wasp Repellent. Used on cable 
terminals and junction boxes. 


Packed 6 per case. Wt. 15 Ibs. 


CODE B-5 


PYRETHRUM BOMB 
FOR WASP REPELLENT 


Magnolia Snex Pyrethrum 
Bombs for Wasp Repel- 


( lent. Wt. 13 Ibs. per case. 


CODE SP-60 


MAGNOLIA CHEMICAL CO., INC. 


@ LAFAYETTE, IND. ee TAMPA e@ DALLAS e@ LOS ANGELES 


Order from your Telephone Supply Distributor 





on your 


4-WHEEL DRIVE! 


That goes double—more run for your 
money from your vehicle as well as 
the hubs. Your 4-wheel drive lives 
longer, handles easier, costs less to 
own, is more versatile with Warn 
Hubs, because they “cut out” the front 
drive in 2-wheel drive —stop drag, 
save gears, tires, gas. And Warn Hubs 
give you the utmost in “selective 
drive” convenience, dependability and 
satisfaction too, because they are made 
that way. Choose Warn Lock-O-Matics 
for automatic selective drive, or Warn 
Locking Hubs for the most dependable 
manual control hubs. You get more 
for your money either way. 


Models for all 
makes 4-wheel 
drives. Ask 
your dealer 

for Warn Hubs 
next time you 
see him. 


WARN MFG. CO. 
Riverton Box 6064-TY 
Seattle 88, Washington 
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a 3.04 per cent return on its 
Present gross and approved net rates 


are as follows: 


Ap- 
proved 
$8.40 
7.25 
5.50 
4.50 


Present 
$4.25 
3.75 
2.50 
2.25 
2.00 


business 


residence 
Two-party residence 
Four-party residence 
Multi-party rural 


residence 4.50 


General of New York Granted 
39% of Increase Asked 


The New York Public Service Com- 
mission on Nov. 2 ruled that General 
Telephone Co. of Upstate New York, 
Inc., was entitled to $310,000 of an 
$800,000 rate increase sought (TELEPH- 
ONY, Dec. 31, 1960). 

The commission advised the com- 
pany that of the $310,000 allowed, $80,- 
000 may be derived from new rates pre- 
viously proposed by the company for 
extensions, installation and mileage 
charges, and for other miscellaneous 
services. 

The balance of about $230,000 may 
come from an average increase of 8 
per cent in basic rates to subscribers 
instead of the 25 per cent increase 
sought by the company in a tariff 
which it had proposed to put into ef- 
fect last January. 

In making its decision, the commis- 
sion adopted an opinion by commis- 
sioner Ralph A. Lehr who found, on 
the basis of testimony received at pub- 
lic hearings, that “the company’s pro- 
posed rates would yield an excessive 
return” on the investment in property 
used to provide service to the public. 

In addition to its proposal to in- 
crease rates by an average of 25 per 
cent, the company had planned to make 
changes in the relative amounts paid 
for various grades of service. By the 
Nov. 2 order, not only was the size of 
the increase reduced but the company 
was also directed to retain present rate 
relationships in any new tariff it files. 


WATS, Signaling Service, Sale 
Approval Given in Nebraska 


Approval to offer Wide Area Tele- 
(WATS) in Nebraska 
was given The Lincoln Telephone & 
Telegraph Co. on Oct. 25 by the 
Nebraska Railway Commission. 
will provide unlimited toll 
dial subscribers to any 
point in the state for a full-time 


| charge of $550. Measured time is also 


offered at the rate of $245 for the first 


| 15 hours and $13.50 for each addi- 


tional hour. An installation charge of 


$10, but no monthly charge, applies 
for the first access line termination. 
For each additional termination in 
the same premises, an _ installation 
charge of $10 and a monthly charge 
of $5 will apply. 

On the same date, the company 
received permission to offer personal 
paging service at a monthly rate of 
$15, including batteries. This is a one- 
way signaling and talking service from 
any land-line telephone located in the 
Lincoln common service area to a 
pocket-size communications receiver 
within range of the land radiotele- 
phone base station serving the Lincoln 
area. 

The device is a small transistorized 
personal radio receiver which responds 
to individual tone signals from the 
company’s present mobile radio base 
station equipment. Besides receiving 
the selective tone signal, the unit will 
receive a voice message from the 
originating telephone. The compact 
size permits the receiver to be car- 
ried in a pocket or worn on a belt. 

Lincoln T & T also received per- 
mission to furnish common signalling 
equipment with rotary telephone serv- 
ice to avoid the installation of separate 
bell boxes. The common audible sig- 
nal unit is provided at $0.75 per 
month, and a $3.00 installation charge 
applies. The tariff for illuminated- 
dial-type telephones was cancelled 
since such equipment has now been 
replaced by the Starlite telephone 
(compact with night light), and the 
tariff was clarified with respect to 
charges for keys, and extensions used 
with PBX systems. 


Also, on Oct. 25, the General Tele- 
phone Co. of Nebraska, Columbus, was 
authorized to purchase the properties 
of the Independent Telephone Co., Am- 
herst, which operates approximately 
200 manual common battery stations 
(TELEPHONY, Sept. 30). Extended 
area service will be established be- 
tween Amherst and Kearney. Upon 
conversion of the Amherst exchange 
to dial operation, the General com- 
pany will apply rates prescribed by 
the commission for its Group VI ex- 
changes. 

The commission also issued a cer- 
tificate of convenience and necessity 
to permit the American Communica- 
tions Co., Inc., Belleville, Kan. to serve 
from its Red Cloud, Neb. exchange a 
subscriber now located in the Camp- 
bell exchange of the Glenwood Tele- 
phone Membership Corp., Blue Hill. 


Ask Raise in Wisconsin 


The Wisconsin Public Service Com- 
mission on Nov. 7 was to have heard 
the application of the Vernon Tele- 
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UNITED 
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Thousands of leading American companies keep their investment at a minimum witha 
‘Jeep’ fleet. Great versatility and low initial cost give you the most versatile vehicle you 
can possibly get for your money! Traditionally rugged ‘Jeep’ construction keeps main- 
tenance costs lowe # and the resale value high. Get in touch with us 
today for complete ee information! Write to: Robert J. Kreusser, Fleet 
Sales Manager, Willys Motors, Inc., Toledo 1, Ohio. 

VEHICLES ® 


‘JEEP’ FLEETS—FROM THE WORLD’S LARGEST LINE OF 4-WHEEL DRIVE VEHICLES 


Willys Motors, Inc., Toledo 1, Ohio. One of the growing Kaiser Industries. 
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GHO special 


services to 
telephone 
companies 


More than 60 years of service in 
every phase of telephone opera- 
tions and construction back up 
Gustav Hirsch Organization, 
Inc., in the following special 
services: 


— Appraisals of communication 
system properties 

— Representation of telephone 
utilities in rate matters 

— Preparation of depreciation 
and plant replacement 
schedules 


— Years-ahead master planning 
of telephone service 


— Preparation of Pro-Forma 
operating statements to aid 
in financing expansion and 
rehabilitation programs 


O 
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AV HIRSCH= 


ZATION, 


COLUMBUS 12, OHIO 
HUdson, 8-0611 
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INC. 
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phone Cooperative, Viroqua, to in- 
crease rates for dial service at its 
Viola and Readstown exchanges. 


NW Bell Permitted to Offer 
Dial PBX Units in Nebraska 


The Northwestern Bell 
Co. on Oct. 31 
by the Nebraska Railway Commission 
to offer dial-code sending units for in- 
stallation PBX This 
sig- 
nals associated with it. A person hear- 
ing his code may dial a predetermined 


Telephone 
was given permission 


on dial stations. 


| number from any station on the PBX 


system and thereby be connected with 
the station originating his code. 


A monthly rate of $11 and an instal- 
lation charge of $50 will apply. Addi- 
tional talking channels through this 
may be provided at $5.00 
per month and an installation charge 


| of $10. Additional switchboard appear- 
| ances 
| channel. 


may be provided at $1.75 per 


New and automatic 


was 


improved an- 
author- 
ized at $15 per month and an installa- 


tion charge of $25. A $10 charge will 


also 


| apply for moving such equipment with- 


in the same premises. 


The company said this is designed 


| to meet expanded needs of customers 


for this service. The new machine will 
provide for remote-control operation 
from the keys of a six-button key 
telephone, call director or externally 
mounted keys. The answering equip- 
ment may therefore be located at some 
distance from the telephone rather 
than on the desk. Announcement time 
has also been increased to two minutes. 


Manufacture of the old type equip- 
ment has been 
stallation and maintenance will be 
subject to availability from _ stock. 
Rates for equipment will 
remain in effect as long as such equip- 
ment is in use. 


discontinued and in- 


older type 


Middle States of Illinois 


Registers Stock with SEC 


The Middle States Telephone Co. of 
Illinois, Des Plaines, on Nov. 1., regis- 
tered with the Securities and Exchange 
Commission 95,000 shares of $20 par 
cumulative preferred stock, Series C. 


Of the total, 75,000 shares are to be 
offered for public sale through under- 
writers headed by Dean Witter & Co. 


| The remaining 20,000 shares are to be 
| offered in December in exchange for 


shares 
Series 


outstanding 
6 per cent 


of the company’s 
B cumulative pre- 
ferred stock on a share-for-share basis 
certain 


“plus a cash 


SEC said. 


payment,” the 


NATION’S CAPITAL 


(Concluded from page 18) 


professor showing why all 
should be publicly owned. 

What can the business community 
do to help correct this situation? 

The businessmen who often 
complain about government in business 
ought to think about more businessmen 
in government—and in education. 

As for education, can 
take a more intensive interest in school 
board and even consider 
standing for election themselves. They 
can visit schools to appraise the 
textbooks and curriculum. They 
scrutinize more closely how their do- 
nations to schools are being spent. 
Companies can encourage some of 
their capable employes to teach in col- 
leges part-time to help alleviate the 
teacher shortage and to expose stu- 
dents to the sound principles and 
knowledge which these men and wom- 
en have gained through practical 
experience. They can invite students 
and teachers to tour company facilities 
for a firsthand look at free enterprise 
in action. 


utilities 


very 


businessmen 


elections 


can 


“IT know of 
depository of the ultimate 
society but the people 
and if we think them not 
enlightened enough to exercise their 
control with a wholesome discretion, 
the remedy is not to take it from them, 
but to inform their discretion by edu- 
cation.” 


Thomas Jefferson said, 
no safe 
powers of 


themselves, 


The time is long overdue for busi- 
nessmen to make an effective contri- 
bution toward preserving the greatest 
society the world has ever known by 
explaining to their fellow citizens the 
workings of our free enterprise system 
and its benefits to mankind. 
is time “to in- 
education.” 


As Jefferson said, it 
form their discretion by 


Grant Loan Approval in Ark. 
The Magazine (Ark.) Telephone Co. 
on Oct. 24 was given permission by the 
Arkansas Public Service Commission to 
borrow $30,000 (TELEPHONY, Oct. 28). 
The funds will be used mainly to ex- 


tend service to 100 new subscribers. 


Democracy Defined 

“Democracy is the line that 
on the right; the recurrent suspicion 
that more than half of the people are 
right more than half of the time; the 
feeling of privacy in the voting booths; 
of communion in the libraries; the 
score at the beginning of the ninth; an 
idea which hasn’t been disproved yet, 
a song the words of which have not 
gone bad.’—E. B. WHITE. 


forms 
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(Concluded from page 19) 


pleasure to note that considerable in- 
terest is being taken in cable pressur- 
ization equipment on display at this 
convention. This equipment is being 
constantly improved and _ simplified 
and certainly will prove a good in- 
vestment for any operating telephone 
company. In fact, we doubt that any 
progressive company can afford to be 
without it. 

“The Independent.” Another high 
point of the convention was the show- 
ing of “The Independent,” the new 
16 mm film, in full color and sound 
that is 284% minutes long. This film 
is designed for showing at your serv- 
ice club luncheons, at meetings of 
your women’s or men’s church clubs, 
various classes, farm bureau’ and 
Chamber of Commerce gatherings, etc. 

This film, in our opinion, does an 
excellent job of tracing the history of 
the Independent telephone industry 
from the beginning to the present time. 

The actors depict three generations 
in one family-owned company, and the pi} TCH ES LAYS CABLE 
film shows equipment from the old » | 
magneto to present-day dial. The cli- 
max is the cutover to a new dial 


system. for 1 I/o¢ per foot 
You will get a kick out of the way 


they sweat out the last few minutes 
before the midnight cutover. They 
knew that everything was OK as it . < . 

mts hie: Sasha te Mise Paces Be recently cut cable laying costs of 5 to 9 cents per foot down 
Single color prints of this film sell to 1/2¢ per foot with a 77 Trenchliner. Results such as these 


for $125 or it may be rented for one are not unusual with the 77. 
week at a cost of $25. 
As usual, we enjoyed the conven- 


J 
tion, and the information gained from Here s why. cing 
the various papers, conferences, and SPECIAL CABLE LAYING DEVICE — rubber wheeled cable 


exhibits is certain to prove useful in . : 8 : 
the adh Then es note “6 phe feeder protects cable, lays it down in ditch automatically as 


joyed meeting old friends and making 77 moves ahead. 


new ones. There are perhaps many BIG CAPACITY, SMALL DIMENSIONS — the 77 delivers 
ict ce ch — rs — — — up to 21 lineal feet of trench per minute, yet isn’t much wider 
telephone business, but we seriously 


doubt that any of them would be than a yardstick. Ideal for close-quarter work. 


ee DIGS TO 5’ DEPTHS, 6” to 18” WIDE — ladder type boom 
starts cut fast, holds accurate grade. Vertical set-in work, and 
undercutting is no problem. 





A cable installation department of a major telephone company 


NW Bell Announces Three 
Vice Presidential Changes 


Three vice presidential appointments N S C 0 M PANY A Division of 

were announced by Northwestern Bell PARSO OEHRING 

Telephone Co. on Oct. 26 as follows: 
James B. Moore, vice president-mar- NEWTON, IOWA 

keting has been named to assist pres- 

ident A. F. Jacobson with general . . ® I 

ateiaiiaiiaineas, ehimbidibin __, Please send bulletin on the 77 Trenchliner | 
He will be succeeded in the mar- 

keting post by Paul W. Gaillard, cur- ete Name 

rently vice president and general man- es 

ager for Iowa. sw Somes | Company 
John R. Mulhearn, general commer- 3 Add 

cial manager in Minneapolis, Minn., : ress 

was named a vice president and will City 

succeed Mr. Gaillard in Iowa. | mya 


Company 
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No more 
stopping to 
clear chips 


New Irwin Pole-Bor Bits 
save time . . . money 


Now get easier, faster, non-stop 
boring action in telephone and 
power poles. Irwin Pole-Bor bits 
give continuous chip flow—even 
in creosoted wood. Special 
Irwin cutting head, twist angle, 
and smooth-polished hollows 
eliminate clogging and binding. 
Side lip smooths hole for easier 
insertion of bolts and pins. Heat 
tempering full length gives extra 
strength, more safety for the 
man on the pole 


3 Lengths — 12 Sizes 


New Irwin Pole-Bor bits come 
in 12”, 18” and 24” lengths, 
with 8”, 12” and 18” twists. 
Sizes range from jy," to 1744". 
Use these new Irwin bits for 
just about any job — whether 
boring crossarms, small, me- 
dium or extra large poles, heavy 
timbers. And remember: Irwin's 
patented Adapter Shank fits both 
hand braces and electric drills. 
Save time and money. Use fewer 
bits on the job. Get Irwin Pole- 
Bor non-stop boring action and 
extra safety, too. Order from 
your Irwin distributor today. 
The Irwin Auger Bit Company, 
Wilmington, Ohio. 


Irwin Adapter Shank fits both 
hand braces and electric drills 


Comes like this with taper square 
shank for use in hand braces. 


Cut off taper square shank. Use 
in both hand braces and electric 
drills. No wobble, no run-out. 


IRWIN 
Pole-Bor Bits 
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BUILDS BUSINESS CLIMATE 


(Continued from page 21) 


community is the first sincere step to 
indicate that telephone people with 
the mark of “utility” stamped on them 
are, after all, “regular guys” doing a 
fine job of servicing the public under 
the free enterprise system. The biggest 
change in telephone management’s 
thinking today is that they should 
actively encourage employes to assume 
leadership in the community. It is 
another way to continue our educa- 
tional process for consumer under- 
standing of the place of utilities in 
the business world. 

Granted that our informed employe 
ambassadors of good-will are doing 
a job for the community and, as a 
by-product, are creating understand- 
ing of the telephone business, how- 
ever, there is still a need for direct 
contact with the customer. How to do 
that? The Cincinnati & Suburban Bell 
Telephone Co., through its monthly 
employe Bulletin magazine, has broad- 
ened its scope for just this kind of 
direct contact. 

The Bulletin has for some years 
been mailed direct to community lead- 
ers. Over the years this has resulted 
in many favorable references to the 
company, employes, and publication. 
However, it was thought that the com- 
pany publication could be even more 
effective in this role if it related a 
feature each month to specific com- 
munities and their leaders—to show 
how a city’s or town’s growth and the 
company’s growth are tied together. 
Our desire to serve the community’s 
residents with the best possible serv- 
ice is our most obvious way of con- 
tributing to that progress. Indirectly, 
it would help us to show telephone 
people residing in that community 
participating in civic activities which 
contribute substantially to 
progress and achievement. 


an area’s 


The articles were to be three-fold in 
purpose: Acquaint employes with the 
communites we serve and fellow work- 
ers who served those customers; instill 
community pride in having “our town” 
featured in a prestige industrial pub- 
lication well known in the operating 
area; and make known the telephone 
business as a factor in all aspects of 
the community. It was hoped that both 
employes and townspeople would see 
how dependent one was on the other. 

The “community” series was planned 
to include in each article a brief his- 
tory of the city or town, an interview 
with the mayor or council and other 
political leaders as to the municipali- 
ties’ plans, now, and in the future. 
In addition, citizens would be inter- 


viewed who best epitomized the fields 
of law, commerce, medicine, agricul- 
ture, education, and ministry, as well 
as miscellaneous citizens needed for 
a cross-section of historical, aspira- 
tional, and just plain “grass roots” 
commentary. Good, candid  photo- 
graphic coverage was a necessary part 
of the feature as was a clean, modern, 
readable layout. Telephone facts and 
figures, and the beginnings of tele- 
phony in that community concluded the 
feature. 

The public relations 
worked closely with the commercial 
department. The Bulletin editor and 
photographer worked as a team, in- 
terviewing and taking photos simul- 
taneously. Discussion with the com- 
pany’s customer relations managers 
determined the key people to approach 
in the community. The writer-pho- 
tographer team, after the initial con- 
tacts, “played it by ear” building on 
bits of information for new leads. 

The first town to be featured was a 
rural county seat—Batavia. As word 
of the project got around, great in- 
terest was expressed by people in see- 
ing the results. The Businessmen’s 
Association (unofficial chamber of 
commerce) saw great possibilities in 
the story as a selling piece for the 
town’s commercial attributes. Interest 
in the photographs was high—so high 
that a by-product, not considered at 
first, now became a desirable part of 
this community relations project. An 
attractive display of the photographs 
was made—a two-panel (4 foot x 4 
foot panels) folding display entitled, 
“Communities We Serve’, featured 
both the photos used and not used in 
the Bulletin. A location with heavy 
traffic such as a bank or drug store 
would feature the display. 

Upon publication, advance copies of 
the Bulletin were sent to all the 
people featured or mentioned in the 
story, along with a print of the photo 
taken of them. The Businessmen’s As- 
sociation received a bulk quantity of 
the issue for their use. The photo dis- 
play was placed in the lobby of the 
First National Bank and bulk quan- 
tities of the magazine distributed. On 
that occasion the mayor, bank presi- 
dent, and county telephone sales man- 
ager noted the placing of the display 
by attending the unveiling. 

The community response was more 
than expected. The town’s two weekly 
newspapers presented articles on the 
Bulletin story and display. One paper 
used the complete magazine story and 
the bulk of the photos for a better 
than one-page feature entitled: “How 


department 


TELEPHONY 





the Phone Company Views Batavia.” 
Reprints were requested by many peo- 
ple. Letters of thanks for the maga- 
zine and photo were received from 
the people in the feature. Both citi- 
zens and employes commended the 
company magazine and editor for a 
fine job. 

The impact of the project is not 
yet spent. The community reaction 
to the company was one of respect: 
“You are aware of your responsibili- 
ties to country and community. Your 
leadership helps to generate ideas for 
local welfare and progress, as opposed 
to just following along.” 

Subsequent features on other vil- 
lages and cities received the same high 
degree of acceptancy with the daily 
press picking up the material for 
feature stories. 

This whole project makes apparent 
the role that an effective company 
publication can play in helping to 
build good community relations and 
understanding of the telephone busi- 
ness. Positive action of this type will 
reverse the public thinking of public 
utilities as something entirely apart 
from private enterprise. It will aid im- 
measurably in untangling the con- 
fusion of what a public utility is try- 
ing to do and why it is trying to do it. 


O. Company Directors Vote to 
Become Subsidiary of GT&E 


J. Warren Safford, president of Troy- 
Tipp Telephone, Inc., Troy, O., on Oct. 
30 announced that the board of di- 
rectors at a special meeting unani- 
mously approved a reorganization plan 
under which the company will become 
a subsidiary of General Telephone & 
Electronics Corp. 

A special meeting of shareholders 
of Troy-Tipp Telephone was to have 
been held on Nov. 8, for approval of 
the board’s recommendation. Present 
directors will continue as directors of 
the reorganized company, Mr. Safford 
said. 

General Telephone & Electronics 
Corp.’s major subsidiary in Ohio is 
General Telephone Co. of Ohio, head- 
quartered in Marion. 

The company operates two dial ex- 
changes at Troy and Tipp City, operat- 
ing about 13,000 telephones in Miami 
and Montgomery counties. 


Consumer Should Share 

“Throughout the country, we must 
not only increase our productivity but 
also pass some of the gains on to the 
consumer in the form of lower prices, 
rather than having all of it go exclu- 
sively to labor in higher wages or to 
management in higher profits.”—Wi1L- 
LIAM MCCHESNEY MARTIN JR., Chair- 
man, Federal Reserve Board. 
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A LONG DEPENDABLE LIFE 


NUMBER TS-23 - Designed for carrier circuit 
use on all “point” type transposition hardware and at 
intervening non-transposition poles. 


HEMINGRAY INSULATORS 


Easily and Economically Installed 


Hemingray Glass Insulators stand 
up under severe conditions, do not 
deteriorate, provide the service you 
need to assure continuous opera- 
tion of communication lines. The 
dependability of Hemingray Insula- 
tors as proved by years of fine per- 
formance is one of the reasons be- 
hind their world-wide acceptance. 


Hemingray has pioneered many 
insulator developments to keep 
pace with requirements, improve 
communication systems, assure you 
a dependable source of supply. 


An up to date distribution system 
makes Hemingray Insulators avail- 
able when you want them and 
where you need them. 


Hemingray Glass Insulators are a 
product of Kimble Glass Company, 
subsidiary of Owens-Illinois, 
Toledo 1, Ohio. 


This carrier circuit transposition 
developed by the Bell System 
takes only the crossarm width of 
one conventional pin. 


Wold sandard for guilty Since (E70 


HEMINGRAY INSULATORS 


AN (@) PRODUCT 


Owens-ILLINoIs 


GENERAL OFFICES « TOLEDO 1, OHIO 
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FAST CUTTING 


high-quality tools for 
pole, crossarm, and 
wiring jobs... 


ed eT ee ad et etl 


POWER BITS BRACE BITS 


= 2... 


BELLHANGERS’ DRILLS 


ANGLE SCREW DRIVER 


Installations go smoother, 
faster when you standardize on pre- 
cision-made GREENLEE tools. Wide 
choice of bits, drills, and ship augers 
for power drill or brace use. See your 


distributor or write for literature. 


NEW GREENLEE NO. 437 
UTILITY CHISEL 


An all-new GREENLEI 
chisel for cutting daps in 


line poles. Blade is 2” 


GREENLEE 


wide, and heat-treated the 
full length for maximum 
service. Handle can't 
loosen or come off. Tough 
plastic handle . . . steel 
capped . . . extra long for 
firm, comfortable grip. 


GREENLEE TOOL CO. ge 
1778 Columbia Ave. GREENLEE 
Pockford, Illinois —_ 
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PUBLIC RELATIONS TOOLS 


(Continued from page 30) 


this, he tries to look at problems from 
the viewpoint of the client’s publics. 


He puts on the other man’s shoes, 


so to speak, and research is the shoe- 
horn in this process. Depth interviews, 


opinion surveys, attitude studies, 


mail analyses, etc., all help to shed 
light on the problems and reveal what 
people feel and believe, what is im- 
portant to them and what analogies 
or parables, if you wili, are likely to 
bring home the client’s message to 
them most forcefully. 

This research provides a safeguard 
against the company’s lack of objec- 
tivity and also provides a prescription 
for preventative medicine. Festering 
trouble spots can often be located be- 
fore the entire body of public opinion 
is infected. 


Planning Second Step 


The second step in our process is 
planning. After gathering all pertinent 
facts, a set of blueprints must be 
drawn for systematically building the 
client’s reputation. These blueprints 
are as important to a public relations 
man who wants to build a reputation 
as they are to an architect who wants 
to build a skyscraper. 

Strategy is formulated for attacking 
the problems which were uncovered 
during the fact-finding process. 

The aim of the program will be to 
make all of the company’s exposures 
to all of its publics favorable. Ob- 
viously, this perfection will not be at- 
tained, but in striving toward this 
end the public relations man attempts 
to educate everyone in the company 
about his individual role in the com- 
pany’s over-all public relations pro- 
gram. 

Let me put it another way. I’ve met 
quite a few University of Missouri 
football fans out here, so let’s talk 
about football. The Tigers have long- 
range and short-range goals. The long- 
range goal: To go to the Orange Bowl. 
The short-range goals: To win this 
next game—to score this next touch- 
down—to make this next first down. 
Each of these short-range goals con- 
tributes to the accomplishment of the 
long-range goal and all the activities 
of the players are coordinated toward 
achieving those objectives. The team 
has a set of plays and other strategy. 
Every member of the team knows the 
plays and knows what his responsi- 
bility is in relation to the team’s ef- 
fort. The better each player does his 
job, the better chance the team has 
for accomplishing its objectives. 


The same is true in your public re- 
lations program. You have goals, long- 
range and short-range, and you have 
a set of plays and strategy for ac- 
complishing those goals. Every em- 
ploye of the company—from the chair- 
man of the board to the part-time 
messenger—shares the company’s pub- 
lic relations responsibility. They should 
know the plays and they should know 
what is expected of them in connection 
with the company’s over-all program. 
Needless to say, you need a compe- 
tent public relations director quarter- 
backing your program. 

Our third step is Communication. 
This involves the actual dissemination 
of pertinent information to the client’s 
publics in order to accomplish the 
goals set forth during the planning 
stage. One wag has said that having 
a good public relations program, and 
not effectively telling the public about 
it, is like winking at a girl in the 
dark—if she doesn’t know you’re wink- 
ing, it doesn’t do you any gocd. 

But words of themselves are not 
enough. Words must be the vehicles 
to carry forth ideas—ideas that the 
company is doing things worthwhile 
which are important to the persons 
to whom you are communicating. As 
Mae West used to say: “Advertise 
what you have, but have what you 
advertise.” 


Must-Study Targets 


The alert communicator makes sure 
he is transmitting on the frequency 
to which his intended recipients are 
tuned. He has studied his targets care- 
fully and he will fire off his ideas in 
the language, fields of interests and 
media of communication which he 
learned during his fact-finding stage 
are peculiar to each specific group. 

When your ideas are being directed 
to your employes, you will want to 
couch your ideas in considerations of 
increased employe benefits, security 
for their families, pride in the com- 
pany, etc. Some effective media would 
include stories in your employe publi- 
cation, or a union newspaper, pay en- 
velope stuffers, letters to wives, bul- 
letin boards, company “grapevine,” 
speeches at staff meetings, etc. 

Stockholders, on the other hand, are 
primarily interested in the efficiency 
of the company, dividends, and the 
value of their ownership. Exposure to 
stockholders can be best achieved 
through the business pages of news- 
papers, business-oriented magazines, 
personal letters, speeches before civic 


TELEPHONY 





clubs, reports to stockholders, annual for a 
reports and speeches at stockholder 
meetings. Every source from which in- 
dividuals draw impressions and infor- COMPACT, 
mation is a potential tool of communi- J 
cation. And everything they see and 
hear about the company will either AUTOMATIC 
help or hurt the company’s reputation. 

The technique is to take the ideas 


the company wants to disseminate and DIA LING 


interpret them in such a way that 


those with whom the company is try- ROUTINER 1%*@ 2B F348 t 
ing to communicate will see in those 
ideas something of strong personal in- s 

terest and value. 


Evaluation of Results 


Now we come to the fourth step in 
the public relations process and it is 
as important as the other three—evalu- 
ation. 

Upon completion of the various 
phases of the program it is essential 
that the public relations practitioner 
step outside himself to measure as ob- 
jectively as possible the results of his 
work. This evaluation is not a self- 
serving form of research to prove that 
the counselor earned his fee, and it 
doesn’t mean measuring column inches 
of newspaper clippings, or a totaling 
of free broadcast minutes, because 
public relations should definitely not 
be equated with publicity. It means, 
rather, a frank appraisal of the suc- 
cess in achieving the goals which were 
set during the planning stage. If the 
techniques employed were not effec- 
tive, new ones must be fashioned. 

These four steps—fact-finding, plan- 
ning, communication and evaluation— 
comprise a scientific approach to an 
unscientific subject. Public relations is 
far too nebulous to be reduced to 
clear-cut formulae. But sound prin- 6 7 
ciples and guidelines have evolved in 
public relations and the professional 
practitioner takes advantage of them. 4@4 875 78209 

What can a telephone company do (our Atlanta branch) 
to enhance its relationships with the 
community in which it does business? Over-and-over-and-over-again, 
To a large extent this will depend on this remarkable test device 
the particular community and its spe- gives better performance auto- 
cial needs. matically than six or more men 


“Panic” Number Suggested manually. The McA!lister Dial- 
ing Routiner and Grade-of- 


e 
pitied 28) <> | ug amity ee 


OR 


But let me give you one idea which Service Recorder will keep 
you might use to assist the community 


: ulse responsive equipment at 
in which you do business: The estab- P ~ hd : 
lishment of a panic number. or = 10 oun cent operating 
I don’t know how familiar you are efficiency. Thirty-six important 
with Washington, but like most met- features make it a truly worth- 
ropolitan areas today it is made up while investment. For complete 


c ber f satellite “bedroom” ‘ . . i 
of a num oer O satel ite bec room information immediately 
communities, some within various city 


O) 
limits and some without. One night a O O 


woman living in a suburban unin- . DIA INDSAY SERVICE 
corporated area heard a man prowling Cy Seay pains 
around her home. She looked on the “ee ee eee 


cs 360 EAST HIGHLAND RD 590 PIEDMONT AVE NE 
first page of her telephone directory, 


NORTHFIELD, OHIO ATLANTA. GEORGIA 
CALL US COLLECT, PLEASE! Telephone 216-467 7181 Telephone 404.875.7091 
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a 
ELIMINATES 


manual sorting, 
listing and posting 


PLUS 


repetitive procedures 
and clerical errors 


PROVIDES 


quick, accurate 

and economical 
handling and billing 
of toll statements 


MAY & SPEH through 
*Electronic Data Processing 


eliminates the drudgery and “‘uncertain- 
ties’ of manual billing . . . yet actually 
costs less. 

Marked-sensed cards (or cards punched 
from manual toll tickets) are fed 
through May and Speh’s UNIVAC com- 
puter where they are sorted and tabu- 
lated. The results: automatic toll 
statements and toll registers . . . in- 
voiced, computed and printed! 


May and Speh also provides a com- 
plete billing service. Invoices are mailed 
with toH statements and your advertis- 
ing material. 


SEND MORE INFORMATION ON THE MAY & SPEH 
ELECTRONIC TOLL STATEMENT BILLING PLAN. 


NAME 
Ee ee 
ADDRESS. 

city. ~ 


MALY) [% $ (PlEUH 


TABULATING SERVICE, INC 
EVergiade 4.3823 
4020 WEST DIVISION STREET « CHICAGO 51. ILLINOIS 


but that gave the city police depart- 
ment’s number. She looked up “Police” 
in the white pages, but found nothing. 
At this point she was beginning to 
panic. To find the proper number she 
should have looked up “Montgomery 
County Police Department” under the 
listing in the white pages for the 
Montgomery County Government. 

I think it is too much to expect 
the homeowner, particularly if he or 
she is a newcomer, to understand these 
niceties of governmental jurisdiction. 
So, what can telephone companies do 
to help? 

They can establish a panic number, 
for instance 999 (as, I understand, they 
have in London, England). In some 
parts of the country, the consumer 
knows that he should call “211” for 
“long distance” and “411” for “infor- 
mation.” He would soon learn that he 
could call “999” and the telephone 
company would assist him, regardless 
of the particular service he might need 
in an emergency—the fire department, 
an ambulance, a policeman, a doctor, 
etc. I am sure that police and fire 
departments and others involved would 
be very happy to cooperate in render- 
ing this service. 


Well-Rounded Program Goal 


There are a number of things every 
company can do to help formulate a 
well-rounded program which will en- 
hance its relationships with all of its 
publics. Don’t run helter-skelter from 
one project to another like an attend- 
ant swatting flies in the zoo, figure 
out a way to get rid of the flies 
permanently. Analyze your problems, 
think about them, create possible solu- 
tions, fit them into an over-all pattern, 
try them out, then evaluate them. 

Then, and only then, will you be 
getting full benefit from public rela- 
tions techniques. 

The professional public relations 
man—and there are a number of un- 
professional practitioners who bran- 
dish the public relations title—is more 
than a publicity hack or a press agent. 
He should have a combination of talent, 
experience and specialized information 
about a wide variety of subjects to 
serve his client effectively. 

In too many companies, the man 
who has the title of vice president in 
charge of public relations advanced to 
this position by dint of hard work, 
company loyalty, because “he likes 
people”, or because “he gets along well 
with people.” These things might not 
qualify him to give the company the 
public relations program it needs. 

The role of a public relations man 
has been compared by one _ public 
relations practitioner to that of a pilot 
on a ship. He didn’t build the ship; 


he doesn’t own it; he’s not the cap- 
tain; but he does know the rocks and 
shoals of public opinion and the clear 
channels of communication, and he 
can predict with reasonable accuracy 
the probable consequences of one 
course of direction compared with 
another. 

The progressive businessman takes 
advantage of the skills of the public 
relations pilot who can berth his ship 
in the harbor of public confidence. 


Moore Named Vice President 
Larry Hogan Associates 


Charles E. Moore Jr., a former FBI 
agent, has been appointed a vice pres- 
ident of Larry Hogan Associates, 
Washington public relations-advertis- 
ing firm. Lawrence J. Hogan, presi- 
dent of Larry Hogan Associates, is 
Washington editor of TELEPHONY. 

Mr. Moore, a Navy veteran, is a na- 
tive of Mobile, Ala. He attended the 
University of Alabama where he 
earned bachelor of arts and master of 
arts degrees in journalism. 

Following graduation, he worked for 
the Mobile Press-Register as a police 
reporter, general reporter, feature 
writer and copy desk editor. 

He served with the Federal Bureau 
of Investigation from May, 1951, to 
October, 1961. He was assigned as an 
investigator in Phoenix, Ariz., and 
Springfield, Ill., and at the time of 
his resignation, he was a supervisory 
special agent at FBI Headquarters in 
Washington. 


Answers To Questions 
On page 32 

(1) Yes, unless the class of the 
called telephone is appar- 
ent. 

(2) Say, “Long distance calling 
(called place),” adding 
“collect” on a collect call to 
an office at which tele- 
phones can be reached by 
dialing. If the call is to a 
department, office, branch, 
etc., pass this detail also. 
Say to information, “Long 
distance calling (cld pl) 
(street address).” 

Say to information, “Long 
distance calling the nearest 
place to (cld pl) (street 
address).” 

Say, “One moment, 
please.” Cut out, and cut in 
again as promptly as pos- 
sible. If you are holding 
the trunks on two pairs of 
cords, cut out of both con- 
nections. 
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Kittinger General Plant 
Head for Carolina T&T 


E. P. Kittinger was appointed gen- 
eral plant manager for Carolina Tele- 
phone & Telegraph Co. effective Nov. 
1, replacing the late A. N. Mason, it 
was announced on Oct. 26 by J. K. 
Avent, vice president, operations. 

Mr. Kittinger, a native of Rocky 
Mount, Va., graduated from Virginia 
Polytechnic Institute with a B.S. de- 
gree. 

He served 3% years in the U. S. 
Army in an armored division and saw 
duty in France and Germany. He 
was discharged with the rank of cap- 
tain. 

Mr. Kittinger joined Carolina Tele- 
phone in 1946 as a junior engineer in 
the traffic department. He subsequent- 
ly served as a supervisor in that de- 
partment and as traffic manager 
the New Bern and Fayetteville 
tricts. 

In 1956, he was transferred to the 
plant department as a staff assistant 
at Fayetteville and the following year, 
was named plant department staff 
assistant in Tarboro. During this pe- 
riod, Mr. Kittinger spent 10 months 
on special assignment with the pub- 
lic relations department in connection 
with rate case public and employe in- 
formation. He moved to the commer- 
cial department as staff assistant in 
Tarboro in 1958 and became general 
commercial supervisor in 1959. 


for 
dis- 


Artificial Stability 


“In a free economy it is not always | 


possible for every enterprise to be sa- 
cred and every establishment eternal. 
If the government undertakes to make 
them then it must be by a far- 
reaching revision of the system under 
which America has lived and pros- 
pered.”—Ft. Myers (Fla.) News-Press. 


so, 




















J.B'> FIRST LOVE WAS HIS LINEMAN’S JOB 
[ AND HE'S NEVER GOTTEN OVER IT.” 





NOVEMBER 11, 1961 


POW-F 


PORTABLE TRENCHER 


EASTERN TELEPHONE CO. 


tA labor saver, 


a | easy to operate, 


mean and profitable 99 


Fast trenching at lowest 
cost. Reduces man-hours 
to minutes. Eliminates dis- 
advantages of sub- 
contracting. A _ profitable, 
inexpensive machine to 
own and operate. 
© Digs 3 in. wide by 1 to 24 in. 
deep; or 4 in. wide by 18 in. 
deep 
@ Light weight, compact, portable 
@ Since 1956 satisfied users all 
over U.S.A. 
@ Dependable trouble-free trench- 
ing at lowest cost. 
© Digs 1% to 17 ft. per minute, 
depending on soil conditions 
FOR FREE BOOK 
ON POW-R-SPADE 
AND PRICES 
CALL COLLECT 


*, ®&»s- tT 


——s 


. ’ 
~ ~ 


TELEPHONE COMPANIES USE POW-R-SPADE to lay cable and 
conduit. Savings and extra profits on every job. Have your 
own machine. No waiting. No delays. 


Digs straight, curves, 
completely assembled. 


or angles without special set-up. Comes : 
One ten operation from start to finish. . \ / 
STAMPINGS, INC, 


Dept. N, Rock Island, Illinois 
we 
YY, for 
Sample 


LASHING 


MATERIAL 


You’ll be surprised at its Light Weight 


You’ll be amazed at its Strength 


Cable Spinning Equipment Company 
3100 Topeka Avenue 


CE 2-7234 or CE 2-7235 Topeka ,Kansas 





fiberglass 
ladders 


are strong 


if they’re 
Alico-Lite 


Many models 
and Sizes 
available 


aes 


Non-conducting, non- 
absorbent, yet strong and 
light as an aluminum ladder! 
Power company tests indi- 
cate Alco-Lite Fiberglass 
Ladders extremely safe 
around high voltages. Resist 
chemicals, acids, gases, 
fumes, and moisture. 


Alco-Lite Fiberglass Ladders meet ASA 
Code A14.2 for portable metal ladders. The 
wider side rails are SOLID fiberglass—not 
plastic covered soft wood. The wide steps and 
rungs are high tensile strength aluminum 
More riveting and bracing throughout! 


Ladders safe, strong, more rigid, have longer 
life, because of exclusive design and construc- 
tion. Maintenance negligible. SEND FOR 
CATALOG! 


Original Manufacturer of ALUMINUM Ladders 


flluminum Ladder Co. 


West Darlington Street Ext. 
FLORENCE 8 _LLLIIIT s. carouna 
52 


Recent Quotations of Telephone Stocks 


11/1/61 
BID 


Anglo Canadian Tel. Co. ................0.... 
British Columbia Tel. Co. .............:...... 
California Interstate Tel. 

California Pacific Utilities Co. 


California Water & Tel. Co. ................ 45l4.— 47 


Carolina Tel. & 
Central Tel. Co. 


Tel. Co. 


Chenango & Unadilla Tel. Corp. ........ 28l2— 31 
Cincinnati & Subn. Bell Tel. Co. ........ 10642—109% 


Citizens Utility Co. “A” 

Citizens Utility Co. “B” 
Commonwealth Tel. Co. 

Florida Tel. Corp. Class / 

General Tel. & Elec. Corp. Common 
Hawaiian Tel. 
Independent Tel. Corp. ....ccocccscecssversseee 
Indiana Tel. Corp. . 
Inter-County Tel. & Tel. Co. ............ 
Triter-REOUNtEIN Tel. CO... ...ccccccecsccceocseces 
SUTRABIO UT TEE. COGS cisiscscnncccceictexsinarnes 
Rees SOs. Ge Tee Og | o.ccctesesieescivecorces 71 
Lorain Tel. Corp. 
Middle States Tel. Co. of II. .......0...... 32 
North Carolina Tel. Co. 
Northern O. Tel. Co. . 49 
I I. DN. asin cevastvcveiwecicsccsvestintoess 
Pioneer Tel. Co. 

Rochester Tel. Co. 

Ss a 2, one 

Southern New England Tel. Co. ....... 

Southwestern States Tel. 

Tel. Service Co. of Ohio, Class £ 

Tidewater Tel. Co. 

United Utilities, Inc. 

Western Carolina Tel. Co. .........0:c:.<:0000 

West Coast Tel. Co. ............. 

Western Light & Tel. Co., Inc. 

Westerns WEHIEY CORD. oc cccccccicciscciccssiceeess 

Weemee? POPE “TEl, CG. ....cccccccsccsscticsscescees 40 
Ex-div 25 percent stock 


Signal Corps To Hold Wire 
And Cable Symposium 

The 10th annual 
“Technical Progress in Communica- 
tion Wires and Cables” will be held 
from Nov. 29 through Dec. 1 in As- 
bury Park, N. J., the Office of the 
Chief Signal Officer has announced. 

The symposium, to be held at the 
Berkeley-Carteret Hotel, is jointly 
sponsored by industry and the U. S. 
Army Signal Research & Development 
Laboratory, Fort Monmouth, N. J. 

Registration will begin at 4 p.m., 
Nov. 28, with the first technical ses- 
sion, directed by S. Montgomery Jr. 
of the Montgomery Co., scheduled for 
9:15 a.m. on Nov. 29. At this session 
Col. James M. Kimbrough, command- 
ing officer of the U. S. Army Signal 
Research & Development Agency, will 
give the welcoming address. 


symposium on 


29144— 302 
2634— 28% 
2934— 31% 
243, Last Sale 
Co. 23 
1234 Last Sale 
38 Bid 

29144— 30l 26 
20%4,— 21% 
90 Bid 


40% 
14— 


22 Bid 

36 Bid 

311% Last Sale 
28lo— 30% 
531%4— 55% 
Co. 34 
. 2844.— 30% 


27% 


Leh pesmvaghiea 37% 


9/29/61 Current Indicated 
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4415 401%4— 421% 

50 47lo— 49% 2.20 

26 23%4— 24% .70 

27% 23 — 24% 90 

28%4— 39% 1.36 

— 51 47 lo— 49% 1.60 
34% 29 — 30% 88+ Stk. 

28 12—Bid 1.35 

107 —112 4.50 

3034— 323%, Stock D-v. 

2814.— 30 .60 

264a— 28 1.00 

2812— 30 1.00 

2514 Last Sale .16 

1934— 20% 4.5 
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36 Bid 
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Other technical sessions open at 
2 p.m., Nov. 29, with C. T. Wyman, 
Bell Telephone Laboratories, as chair- 
man; 9:15 a.m., Nov. 30, headed by 
R. L. Spade of Belden Mfg. Co.; 2 p.m., 
Nov. 30, chaired by Dr. W. P. Acton 
of Hercules Powder Co.; and 9:15 a.m., 
Dec. 1, with R. P. Houlihan, Gavitt 
Wire & Cable Co., as chairman. The 
symposium banquet is scheduled for 
7 p.m. on Nov. 30. 

Howard F. X. Kingsley, chairman 
of the symposium committee, has re- 
quested that reservations for the sym- 
posium be arranged directly with the 
hotel. 


Evaluate Thoroughly 
“That should be considered 
which can be decided but 
CYRUS. 


long 
once.” 
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Obituaries 


ERNEST S. GERMAIN, 65, director 


of public relations of California Wa- 
ter & Telephone Co., Monrovia, died 
on Oct. 21 while vacationing at his 
daughter’s home in North Palm 
Beach, Fla. 

Born in Olean, N. Y., Mr. Germain 
had made his home in San Francisco, 
Calif., for the last 10 years. 


E. S. GERMAIN 


Mr. Germain had served as direc- 
tor of public relations for California 
Water & Telephone Co. and also co- 
ordinated public and employe rela- 
tions for the associated companies, 
The Southwestern States Telephone 
Co. of Brownwood, Tex. and West 
Coast Telephone Co. of Everett, 
Wash., since 1951. 

Prior to that time, he had been 
associated with the Stromberg-Carl- 
son Co. for 15 years as sales manager 
for the 11 western states. 

During his years with Stromberg- 
Carlson, he received a certificate of 
commendation for outstanding serv- 
ice to the U.S. Navy during World 
War II. 

He is survived by the widow, Eve- 
lyn; his daughters Mrs. S. P. Nor- 
ley of North Palm Beach, Fla., and 
Mrs. S. Maus of San Marino, Calif.; 
and by seven grandchildren and one 
great-grandchild. 


EpWARD A. MCKEE Snr., 60, retired 
division plant manager of Southeast- 
ern Telephone Co., Tallahassee, Fla., 
died on Oct. 16. 

After completing 42 years of service 
in the telephone industry, Mr. McKee 
had retired in June of this year. 

Mr. McKee first became associated 
with the telephone industry in March, 
1919, when he joined the plant depart- 
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QUALITY RADIO. 
COMMUNICATIONS EQUIPMENT 


UNIVERSAL TYPE CERTIFIED 
COMMUNICATIONS RECEIVER 


This ''type-certified" unit features 
two rapid plug-in RF converter 
strips for operation in frequency 
range 108 to 152 me or in UHF 
225 to 400 mec. Excellent for 
ground-to-air communications. 


WRITE FOR TECHNICAL BULLETIN 
NO. 516-RV-RU 


SELF-POWERED PREAMPLIFIER 
FOR UHF RECEIVERS 


For use where additional sensitivity 
is required, Designed for use with 
Erco's 362-R UHF Receiver and 
others, Easy to install. Has overall 
gain of 12 decibels minimum and 
net gain of 8 decibels minimum. 
Dimensions 6!/,” x 334” x 41/2”. 

WRITE FOR TECHNICAL BULLETIN 

NO. 362-RPA 


UHF TRANSMITTER-RECEIVER 


Operates from standard AC power 
mains as a fixed low power radio- 
telephone for communicating with 
aircraft, Frequency range 225 to 
400 mc with highly efficient transis- 
torized power unit for both trans- 
mitting and receiving. 

WRITE FOR TECHNICAL BULLETIN 

NO. 425-TRA 


UHF TRANSMITTER 
FOR GROUND-TO-AIR 
COMMUNICATION 


Designed for 225 to 400 mc range 
with sufficient panel space to ac- 
commodate UHF Receiver so as 
to form complete packaged sta- 
tion. Antenna switching relay is 
included so that one antenna may 
be used for transmitting and re- 
ceiving. Transmitter carrier on-off 
functions are controlled by the 
microphone push-to-talk button. 
Remote control console for oper- 
ating transmitter over telephone 
line up to 20 mile distance is 
available. 

WRITE FOR TECHNICAL BULLETIN 

NO. 361-TB 


ERCO RADIO LABORATORIES, INC. 
GARDEN CITY, NEW YORK 


PIONEERS IN RADIO COMMUNICATIONS ® SYSTEMS ® QUALITY EQUIPMENT 





the Christian County Tele- 
phone Co. at Taylorville, Ill. 

In 1942 he became associated with 
the E. I. DuPont Co. as equipment 
supervisor at the Kankakee, Ill. Ord- 


nance Works. Later he was promoted to 


ment of 


plant supervisor in charge of communi- 
cations and held that position until he 
started with Southeastern 
Co. in June, 1944. 
Survivors, in addition to the widow, 
Mildred, include a daughter, Nancy 
Kinsey of Miami, Fla.; a son, Edward 
A. McKee Jr. of Lincoln, Neb.; five sis- 
ters, Mrs. Ethel Oates, Ocala, Fla.; Mrs. 
Jessie Mrs. Iva Brown, Mrs. 
Myrtle Thacker and Mrs. Dorothy 
Spangler all of Taylorville, Ill.; and a 
Frank, Ocala. 


Telephone 


Brown, 


brother, also of 


L. E. Rast Elected SBT&T 


Vice President, Comptroller 

L. E. Rast, assistant comptroller of 
the American Telephone & Telegraph 
Co., on Oct. 30 was elected vice presi- 
dent and comptroller of Southern Bell 
Telephone & Telegraph Co. 

A native of Athens, Ga., Mr. Rast 
succeeds H. R. Stone, who is retiring 
after a career of nearly 50 years. 

Mr. Rast is a former Southern Bell 
executive who has been on assignment 
with American Telephone & Telegraph 
for the past two years. 


A graduate of the University of 
Georgia, he started with Southern Bell 
in 1937 in the plant department in 
Florida. He was transferred to the 
accounting department in Florida in 
1938 and subsequently served in posi- 
tions of increasing 
North Carolina, 
Georgia. 

From 1945 to 1950, he served in the 


responsibility in 


Alabama and in 


Cordiess Operation... 


The most rapid, efficient means of op- 
eration yet devised. As always, efficien- 


cy means economy. 


USI TYPE 40A PABX 


accounting department in general head- 
quarters. 

He was made Georgia auditor in 
1950, four years later, was transferred 
to Florida as Florida auditor, and in 
1957, was appointed general account- 
ing manager, Florida area, the 
tion he held at the time of his appoint- 
ment in 1959 as assistant comptroller 
of American Telephone & Telegraph. 

Mr. Rast is a past president of the 
Jacksonville, Fla. chapter, and a for- 
mer director of the National Associa- 
tion of Accountants. He is also a mem- 
the Controllers Institute of 


posi- 


ber of 
America. 


The Limelight Burns 

“Anyone who is much talked of must 
be much maligned. This seems to be 
a harsh conclusion; but when you con- 
sider how much more given men are 
to depreciate than to appreciate, you 
will acknowledge that there is 
truth in the saying.”—HELPs. 


some 


‘‘Incompatible”’ 

“Government: An _ institution that 
lives not only beyond its own income 
but beyond ours, too.”—Carlsbad, 
(N. M.) Current-Argus. 


Unsurpassed for features heretofore 
considered optional. Compact desk 
model or impressive floor mounted 
switchboard equally available. 


Keysender... 


Many times faster than conventional 

dial. toward both PABX sta- 

tions and central office in a flash! And 
. time saved is money earned. 


Pulses 


GTyeiR 


7 shibuted 
LE 
\ cnaymr ) 


CORP. 


CHARLOTTESVILLE. VIRGINIA 


UNITED STATES INSTRUMENT CORP., 
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Jamile Chopani Joins 
Lynch PR Department 


Miss Jamile Chopani has joined the 
public relations department as assist- 
ant to Forrest Beard, manager, adver- 
tising and sales promotion, Lynch Com- 
munication Systems Inc. 

Before joining Lynch, Miss Chopani 
was in the advertising department of 
Barron’s Weekly, New York. Prior to 
that she was assistant editor-writer 
at the Monmouth Publishing Co., New 
York, producing periodic reports on the 
European Common Market. During a 
stay in Paris, she spent four years as 
secretary-translator to the director of 
the United States Air Force Paris Of- 
fice. 

She received her B.A. from Brook- 
lyn College in New York as an Art 
major. 


Exide Names C. A. Taylor 


To Head Sales in Southeast 

Charles A. Taylor has been named 
manager of the southeast region of The 
Electric Storage Battery Co.’s Exide 
Industrial Marketing Division, suc- 
ceeding J. A. Klingensmith who retires 
on Nov. 30. 

The Exide Southeast region com- 
prises the southern coastal states from 


C. A. TAYLOR 


Virginia to Florida, western Maryland, 
the District of Columbia, eastern Ten- 
nessee, and Alabama. 

A former Washington district man- 
ager with Edison Industries, Mr. Taylor 
has been manager of Exide’s Washing- 
ton district since the consolidation of 
the Exide and Edison Industries’ sales 
forces last year. 

From 1955 until his appointment to 


head Edison’s Washington district in 
1957, Mr. Taylor was manager of the 
company’s Pittsburgh district. Previous 
to joining Edison, he was a tool and 
die engineer with Firth Sterling Steel 
Co. 

He holds a degree in mechanical en- 
gineering from the University of Pitts- 
burgh. 

An officer in the U.S. Navy for three 
years during World War II, Mr. Taylor 
served overseas as a specialist in un- 
derwater ordnance in the China- 
Burma-India Theatre of Operations. 


D. R. Hayward Named P.R. 


Director for Lenkurt 

Douglas R. Hayward has been 
named director of public relations for 
Lenkurt Electric Co., Inc. 

He succeeds Thomas D. Boyd, who 
resigned to become director of public 
relations of Granger Associates, Palo 
Alto, Cal. electronics systems firm. 

Mr. Hayward joined Lenkurt Electric 
in March, 1960, as public information 
supervisor. He had previously been 
public relations assistant at the San 
Francisco Port Authority for three 
years, following several years of ex- 
perience as a newspaper reporter and 
radio news editor in northern Califor- 
nia. During military service, 1953-55, 


19 SPACE-SAVING REPEATER 
PLUG-INS IN THIS CAN! 


(typical plug-in, 
shown actual size) 


Compact plug-ins! If space is a problem—and it usually is with subscriber demands 
and new types of services growing daily —call on Altec. You’ll save space, 3 to 1 
over usual equipment. You’ll also solve difficult transmission situations and improve 
services at the same time. Altec transistorized plug-in repeaters and associated 
equipment offer power and space economy, minimal heat generation, simple installa- 


tion. 130 v supply is not required. 


These reliable Altec products and a wide line of associated Altec transformers, 
power supplies, mounting panels, accessories are available for speedy delivery, 
normally from stock. For technical details and specifications, write for complete 


catalog, Number AL-1600-1, Dept. T-A11. 
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447B 
450B 
453B 
455B 
457B 
460A 
461A 
12912 
13530A 
13531 
13532 
13533A 
13594 
13738 
13777A 
13778A 
13806A 
13817A 
13826A 


AMPLIFIER, REPEATER 
AMPLIFIER, REPEATER 
AMPLIFIER, REPEATER 
AMPLIFIER, REPEATER 
AMPLIFIER, REPEATER 
AMPLIFIER, COMPRESSOR 
AMPLIFIER, POWER 
EQUALIZER 
COMPROMISE NETWORK 
NETWORK H88 
NETWORK NON-LOADED 
NETWORK 

RELAY ASSEMBLY 
ATTENUATOR 

PAD ADAPTOR 

PAD CONTROL RELAY 
ATTENUATOR 

LOOP BACK RELAY 

IDLE CIRCUIT DISABLER 


© 1961 
Altec 
Lansing 
Corporation 


A Subsidiary of Ling-Temco- Vought, Inc. 


ALTEC LANSING 
CORPORATION 


1515 South Manchester Ave., Anaheim, Calif. 
NEW YORK * LOS ANGELES 
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FOR 
INTEGRATED 
MESSENGER 


Reliable’s 
Drop Wire Span Clamp 


Heat treated aluminum alloy body 
Stainless steel hook 
Galvanized steel bolt and nut 


The No. 5577 Drop Wire Span 
Clamp is engineered for all Inte- 
grated Messenger Cables. A spe- 
cially designed groove in the clamp 
protects the polyethylene web 
while providing a secure grip over 
the messenger jacket. Jt accepts 1 
to 3 mid-span drops under full 
tension (plus wind and ice load- 
ing). Take-offs can be made at 
any angle. The square shank bolt, 
with nut, tightens securely with 
a wrench. 


| SEND) for your sample today. 


A Symbol of Integrity Since 1909 


ELECTRIC COMPANY 


Franklin Park, Illinois 
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fice where he has served until his re- 
he was an enlisted public information cent assignment. 
office editor in the 44th and 2nd In- 
fantry divisions, and for a short time 
served as assistant editor of a Ft. 
Wash. weekly tabloid news- 


Vaughn to Minnesota Sales 
For Mast Directory Co. 

The appointment of Robert E. 
Vaughn as regional sales manager 
headquartered in St. Paul, Minn., for 
the Leland Mast Directory Co. was an- 
nounced by Leland J. Mast, president. 


Lewis, 
paper. 

He majored in journalism at San 
Francisco City College and San Fran- 
cisco State College. He is a member 
of the San Francisco Bay Area Pub- 
licity Club, the Maritime Writers Asso- 
ciation, and the San Francisco Press 
and Union League Club. 


Allan Costantin to Texas Sales 
Office, Union Carbide 


Allan J. Costantin has been assigned 
as a technical representative in the 
mid-western sales region of Union 
Carbide Plastics Co. He will be located 
in the district sales office at 6300 
North Central Expressway, Dallas 6, 
Tex. 

According to the announcement by 
H. L. Burpo, regional manager, Mr. 
Costantin will be responsible for the 
sales of Bakelite Brand epoxy, phe- 
nolic, polyethylene, polypropylene, sty- 
rene, and vinyl resins and compounds. 

Mr. Costantin joined Union Carbide 
Plastics Co. in 1954 after receiving a 
bachelor of science degree in chemistry 
from Worcester Polytechnic Institute. 
Following completion of the company’s 
sales training program, he was as- 
signed as a technical representative 
in the New York area and was later 
transferred to the San Francisco of- 


R. E. VAUGHN 


Mr. Vaughn joined the company in 
1960 as a sales representative, having 
been associated with the General Tele- 
phone Directory Co. as sales represent- 
ative and sales supervisor in Minne- 
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Graybar Electric Co. personnel attend a class discussion and demonstration 
given by John Chapman, Lynch Communication Systems Inc. application engi- 
neer, on the Lynch B37 Carrier Telephone System during a Graybar-Lynch 
marketing seminar. First Row (left to right): Graybar salesmen Harold Budd, 
Minneapolis, Minn.; Warren Hannibal, San Jose, Cal.; John Fuller, Los Angeles; 
Lyle Hastings, San Francisco. Second Row: E. C. Toms, Richmond, Va.; James 
E. Ward and Richard Cavanaugh, both of Melrose Park, Ill.; Harry Turner, 
Atlanta, Ga. Third Row: Harvey Jones, Memphis, Tenn.; Lowell Eshbach, 
Seattle, Wash. Fourth Row: Harrison Johnston, Lynch marketing manager; 
David Shisler, Lynch application engineering manager; Graybar salesmen Bob 
Montrose, Cincinnati, O.; R. E. Morris, Kansas City, Kan.; and Lew Gill of San 
Francisco. The seminar was held in September for 14 Graybar salesmen at 
Lynch’s San Francisco, headquarters. 
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sota from 1954 to 1960. Prior to that 
time he was employed by Brandtjen 
& Kluge, Inc., a manufacturer of 
printing presses in St. Paul, as export 
manager and personnel manager. 

Mr. Vaughn, a native of Minnesota, 
attended St. John’s University and 
served four years in the USAF with 
nearly two years in the European 
Theatre. 


GE Names Pitman Head of 
Marketing Research, Plans 


James E. Pitman has been named 
manager of marketing research and 
planning for the General Electric 
communication products department, 
Lynchburg, Va. 


J. E. PITMAN 


Previously manager of product 
planning for point-to-point commun- 
ication, Mr. Pitman now will be re- 
sponsible for marketing research on 
all product lines made by the depart- 
ment. These include mobile two-way 
radio, microwave relay, multiplex- 
carrier, power-line carrier current, 
tropospheric scatter, data, and mili- 
tary communications. 

He will also handle evaluation and 
planning relative to new market op- 
portunities. 

Mr. Pitman joined General Elec- 
tric in 1958 as a commercial engineer. 
Prior to 1958, he had been engaged 
for nearly a decade in microwave 
equipment design, tropospheric scat- 
ter systems design, and microwave 
equipment engineering, including sys- 
tems design of military microwave 
links. 

An affiliate of the Ameriean In- 
stitute of Hlectrical Engineers, he was 
graduated from Harvard College in 
1949 with a bachelor of arts degree 
in physics. 

He is a native of New Brunswick, 
N. J. 
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Reliable Drop Wire Span Clamp No. 5580 


for 1/4” to 7Ae” strand 


Accommodates 1 to 3 mid-span drops 
under full tension (plus wind & 

ice loading). The stainless steel “Y” 
shaped hook will take several drop 
wire clamps. Take-offs can be made 
at any angle. The square shank bolt, 
with nut, tightens securely with 

a wrench. 


Send for your sample now. 


CTRIC COMPANY 
Franklin Park, Ulinois 


of integrity Since 1909 


II iret seen oo egestas 
COMPANY. —POSITION 


STREET 


CITY. STATE 





News on New Products 


LINEMAN'’S MULTI-CHANNEL INTERCOM d) Channel A and B jack panel 
CHOICE = SYSTEM—The Wirecom division of boards. 
, . Cook Electric Co. announces the intro- e) Termination blocks - 32 chan- 

duction of a new multi-channel inter- nels. 
communication system that provides f) Four conference channels and 
flexibility with initial use and grows seven open channels. 
with communications requirements. (2) Wall or desk-mounted cper- 
This new system is designed so that ator’s station. 
special problem applications are en- (3) Abbreviated operator’s station. 
gineered as easily as standard installa- (4) Weather-proof operator’s sta- 
tion. tion. 

(5) Weather-proof operator’s 
speaker. 

(6) Intercom distribution box. 

(7) Abbreviated distribution box. 

Cook states the application of this 
intercom system is universal and in- 
cludes the following: 

(1) Military and civilian educa- 
tion institutions. 

(2) Civil installations—hospitals, 
penal institutions, government 
buildings, airports, port au- 
thority areas. 

(3) Industry and _ utilities—pro- 

- cessing plants, power plants, 

Pad 1 rolling mills, heavy equipment, 

n) , f production lines and pipeline 
intercom station-to-station. 

(4) Military—base operations, sur- 


CHANCE 3 Ton HOIST | face craft, submarine service, 


missile complexes, air base 
Mechanically simple and fast operating, it operations and military and 
weighs only twelve pounds, free-wheels o 2 hai 1 mies s— FCC 
for easy load pick-up, and locks automati- civil control centers— , 
cally to prevent dropped loads. Its handle CAD, CD. 


ates ither side. i , sila ; , -equest NP1757 
operates from either side. The chain won't This multi-channel intercom system Request NP1757. 
bind or kink. Precision gearing permits ; 


half or full link take-up. Controls can be is equipped with the following: 
worked when wearing gloves. And it has (1) Equipment console. ° 
a 360° swivel hook that turns freely under a) Four-channel amplifier (1, 


full load. (A safety latch hook is optional.) ‘ . cede . r > SYSTEM— 
It is proof-tested to 3000 pounds before 2, 3, or 4 can be used). CARGEER TELEPHONE SYSTEM 


leaving the factory. Ask the linemen why b) Two-channel power supply. A new type of carrier telephone sys- 

these features make it the linemen’s c) Rack-mounted operator’s sta- tem has been placed in operation in 

choice. Linemen helped design it. tion. Sardinia by two European affiliates 
Chance also makes 2-ton hoists. 

Order from your line equipment wholesaler. 


fi. B. CHANCE co. TELEPHONY PUBLISHING CORP. 


CENTRALIA, MISSOURI 608 S. Dearborn St. 
A. B. Chance Company of Canada, Ltd., Toronto Chicago 5, Ill. 


Please have the manufacturer send me without obligation the literature 
indicated by the following numbers: 


NP1757 ; NP1758 ; NP1759 ; NP1760 
NP1761 


Company 
Street 
Town and State 


10/11/61 
360° SWIVEL HOOK 
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I'LL PUT LARGER 
TRENCHERS 
TO SHAME! 


6-hp Engine 
Positively 


Self-Propelled 
of International Telephone & Tele- : ; 
graph Corp. The system, said to be Self-Transporting 
suitable for areas of low telephone 


traffic density, carries 300 simulta- NEW ae , 
i 


neous telephone conversations over a 


pair of coaxial tubes only 0.163 inch DAVIS W- 36 TRENCHER 
in diameter. This coaxial cable is thin- is a trenching 


ner than a pencil. man’s trencher with ability to dig where twice-as- expensive machines 

Meeting CCITT standards for chan- won't. Maximum power from its 6-hp Briggs & Stratton engine is directed 
neling and channel quality, the mul- to digging with only a minimum required for propulsion because of its 
tiplex spectrum is 60 to 1300 kilocy- lightweight design and positive 6-speed winch drive. Has many big- 
cles. Pilot control, ITT says, is in- machine features including protective torque limiter and self-transporting 
cluded as are alarm and fault-location drive. Digs 3” to 6” wide to 36” deep at speeds up to 500 fph. Trenches 
facilities. Transistor repeaters, supplied by itself — uses horsepower not manpower. Compare the W-36! You'll 
by direct current over the coaxial agree it's powered and priced for profitable digging. Write for free 
tubes themselves, are spaced at 12,- descriptive literature. 
000 feet, corresponding to 27 decibels s hited is _ 

B DWAVIS NEG. INC. 1515 S. McLEAN BLVD., WICHITA 13, KANSAS 

of attenuation at the top of the band. Roast W3-1061 

The unattended repeaters are buried 
in manholes, requiring no above-sur- 





face protective housings, the company 22 5 
reports. Request NP1758. CEECO TYPE . 


GALVANIZED STEEL CASE ASSEMBLIES 


DATA TRANSMISSION BETWEEN ; FOR UNDERGROUND (VAULT MOUNTING), 
CARD, TAPE AND MEMORY 


UNITS—Direct transmission of data % CONTAINING 4 TO 460 UNITS. 
over the telephone in computer lan- 
guage regardless of its medium—cards, 


magnetic tape or core memory—is pos- @ LEAD STUB ASSEMBLIES ARE 
sible for the first time with two new PRESSURIZED. 

IBM Tele-processing devices, the In- 

ternational Business Machines Corp. 


is seal j @ PLASTIC STUB ASSEMBLIES ARE 
The fully compatible solid-state SEALED IN THERMOPLASTIC 


units, IBM states, can send or re- 
ceive business or scientific data over COMPOUND. 
leased communications lines at up to 
300 characters r sec 30 times the 3 . d 7 j 
speed of human speech. Data trans- These assemblies can be equipped with loading 
mitted from punched cards, for exam- é coils, capacitors, inductors and MF units. 
ple, can be received in cards, on tape 
or in a computer’s memory. The new 
units are: 
IBM 7702 magnetic tape trans- CEECO CEECO assemblies are sold by your telephone 
mission terminal, which handles in- TYPE C225 : 7 
formation recorded on tape; and ASSEMBLY equipment supplier. 
IBM 1013 card transmission ter- 
minal, which greatly advances 
punched card communication speeds. COMMUNICATION EQUIPMENT & alhiidaiie C0 
In addition, the speed of the IBM _ | Z 
1009 data transmission unit, which 


permits direct communication with a | 5646 West Race Avenue * Phone EStebrook 8-3109 © Chicago 44, Illinois 
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Write us for assistance on your loading problems. 











THORNHILL \ 
PUBLISHING 


\ 
DiviSion oP | 


| WESTERN, yTiiTiEs | 
— Corr. = 


LomweTe TeéEPACHE Wirectory 
Liblistiug Srvi(ce. 
C 4B (es 


300 Montgomery Street 
San Francisco 4, California 


116 South Rusk Street 
Kilgore, Texas 


2911 Bond Street 
Everett, Washington 


121 S.W. First Street 
Beaverton, Oregon 


130 East Lime Avenue 
Monrovia, California 


POLE SETTING 
SIMPLIFIED! 


... with “FLEX-CLIP” 


@ Adaptable 
to new 
or 
old derricks 


No levers, 
hydraulic 
lines, 

or motors 
needed 


@ Low cost installation 


@ The easiest pole 
handling method 


IF YOU HANDLE POLES 
YOU SHOULD KNOW ABOUT 


*“*FLEX-CLIP”’ 


WELDING 
SERVICE CO. 


85 TULLY ROAD 
SAN JOSE, CALIF. 





The new IBM 7702 magnetic tape trans- 
mission terminal stands ready to re- 
ceive information in computer language 
by telephone. Capable of transmitting 
and receiving data at speeds up to 300 
characters per second, the 7702 can 
communicate with magnetic tape and 
punched-card units and the core mem- 
ory of a computer. Operator of the 
7702 has been notified by telephone 
that information is about to be trans- 
mitted and is confirming that her unit 
is ready to receive and record the data 
on magnetic tape. 


computer’s memory, has been in- 
creased to 300 characters per second. 
The increased speed is being made 
available with no increase in price, 
IBM states. 

Compatibility of these units will en- 
able users of IBM Teleprocessing sys- 
tems to transmit data for processing 
using a combination of any two of 
the three devices. 

“The tremendous flexibility made 
possible by these IBM Teleprocessing 
units represents a vital development 
in communications-based data process- 
ing,” Clark Garrison Jr., manager of 
product marketing for IBM’s Data 
Processing Division, said. 

“They make the advantages of this 
technique available to users with small, 
remotely-located punched card instal- 
lations and a powerful computing cen- 
ter, as well as to companies with sev- 
eral electronic data processing cen- 
ters.” 

The new devices, when used at 300 
characters a second, double the trans- 
mission speeds of previously announced 
tape-to-tape and tape-to-memory IBM 
Tele-processing equipment, the com- 
pany pointed out. They offer the first 
direct, two-way card-tape and card- 
memory transmission over communica- 
tion lines. 

Card-to-tape transmission now can 
be performed at speeds 25 times great- 
er than the previous card-to-card rate. 
The new card-to-card speed is five 
times faster than the previous rate. 

Large and small decentralized firms 
that perform central billing, payroll, 
inventory control and other data proc- 


essing functions can utilize the IBM 
Tele-processing equipment for eco- 
nomical, high-speed movement of in- 
formation to and from the main com- 
puter, the company said. Govern- 
ment agencies, as well as companies 
in a wide variety of business and 


A new family of completely compatible 
IBM Tele-processing devices permits 
establishment of a two-way informa- 
tion transmission network regardless 
of data medium—punched cards, mag- 
netic tape or core memory. For ex- 
ample, when linked to an IBM 1009 
data transmission unit, the IBM 1012 
ecard transmission terminal shown can 
communicate directly with the core 
memory of an IBM 1401 or 1410 com- 
puter (symbolized by core plane at 
right). The 1013, demonstrated here, 
can also communicate with an IBM 
7702 magnetic tape transmission ter- 
minal (symbolized by tape reel) or with 
another 1013. 


industrial areas, will find broad ap- 
plications for the new devices in many 
fields of advanced data processing. 

The versatility of the new equip- 
ment is demonstrated by its ability 
to transmit data from punched cards 
so that it is recorded directly on mag- 
netic tape at the receiving end, and 
vice versa. The card-and-tape termi- 
nals also can communicate with units 
similar to themselves, IBM pointed out. 

When linked to a 1009, either unit 
can transmit information for direct in- 
put and output with an IBM 1401 or 
1410 data processing system. The 7702 
rents for $1,300 per month and costs 
$58,000. It will be available to cus- 
tomers 10 to 12 months after orders 
are received. 

The 1013 rents for $800 per month, 
and costs $44,000, and will be avail- 
able to customers 14 to 16 months af- 
ter orders are received. Request NP- 
1759. 


RADIATION KIT—A household kit 
for radiation measurement, which has 
been available on direct-from-factory 
mail orders for 23 months, is now to 
be given national distribution through 
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NOW THERE ARE FOUR 
ABC BOOKS FOR YOUR 


TRAINING 
PROGRAM 


VOLUME FOUR OF THE 
AGC OF THE TELE 
PHONE BOOKS features 
OUTSIDE PLANT CON 
STRUCTION. Included 
are practical articles on: 
Planning additions to the 
outside plant; selecting, 
oe guying, anchoring 
of poles; installation of 
cable plant; open wire 
construction; transposi- 
tions; multi-pair distribu- 
tion wire; line concentrators; plus three articles on stimulating 
sales in a changing market and keeping up with new ideas... 


25 CHAPTERS > 


SPLICE ENCAPSULATION and 
CABLE PLUGGING SYSTEM 


Proven Method for use on all types of 
Multi-conductor Communications Cable 
Fire and Police Alarm Cable 
Traffic Control Cable 
Cathodic Protection Cable 
Co-axial and Video Pair Cable 
Railroad Signal Cable 


THE FOUR ABC OF THE TELEPHONE BOOKS are reprinted 
from the popular series of articles by Frank E. Lee, currenty 
appearing in TELEPHONY. These books are easy to read. 
Fundamentals are explained in easy-to-understand language. 
They are an invaluable aid in developing a thorough knowledge 
f the telephone job 


Can be used with 


LEAD and PLASTIC 


Many telephone companies are using the ABC JACKETED CABLE 


Books . . . Over 35,000 copies have been 


shipped to large and small companies all over 


the world. 
VOLUME 1...21 CHAPTERS 


Basic Circuits, Transmitters, 
Receivers, Induction Coils, 
ee : 

Generators, Ringers, Relays, 
Line Protection, Dials, Auto- 
matic Switching, Principles 
of Protection, Drop Wire 
Installation. 


VOLUME 3...31 CHAPTERS 
Storage Batteries, Metallic 
Rectifiers, Electronic Tubes, 
Key Equipment, Carrier Cir- 
uits, Community Dial 
Offices, Central Office Serv- 


VOLUME 2...20 CHAPTERS 
Installation and Maintenance 
of Sub-Station Protection, 
Station Wire Installation, 
Subscriber Station Installa- 
tion, Fault Locating, Relay 


Circuit Analysis, Loading ~ 


Coil Theory. 


Plant Trouble Reports and 
Analysis, Central Office 
Cross-connections, Routine 
Maintenance Schedules, Cir- 
cuit Drawings, Wiring Dia- 
grams. 


PAPER, PLASTIC, PULP and RUBBER 
CONDUCTOR INSULATION 


Ideal for Aerial, Duct, Direct Earth Burial and 
Submerged Installations 


| NEW Semper-Seal application 
| data and catalog information 


ce Objectives, Exchange 


Now you can order a set of FOUR ABC 
BOOKS for each of your men. Ninety-seven 
chapters—393 pages (8%x11) and hundreds 
of illustrations in the four volume set. This 
is the big telephone training value. 


Order any volume separately or combine your requirements 
of the four volumes to take advantage of the lower quantity 
prices on this schedule. 


NO. OF 
COPIES VOL. | VOL. 2 VOL. 3 VOL. 4 
I— {0 $1.50 ea. $1.50 ea. $2.50 ea. $2.50 ea. 
l1i— 50 1.35 ea. 1.35 ea. 2.25 ea. 2.25 ea. 
5i— 200 1.20 ea 1.20 ea. 2.00 ea. 2.00 ea. 
20i1— 500 1.05 ea 1.05 ea 1.75 ea. 1.75 ea. 
501—1000 95 ea. 95 ea. 1.60 ea. 1.60 ea. 


USE THIS COUPON — ORDER NOW 


C&S PRODUCTS COMPANY 
Windsor Locks, Connecticut 
NAtional 3-2450 


C&S PRODUCTS COMPANY 
Windsor Locks, Connecticut 


SEND ME the latest Semper-Seal information. 


Name__ 

Company 

Street oa . 
City__ ; __Zene 


Frank E. Lee, Publisher 
1751—183rd Street Homewood, Hlinois 


whee ee ee eee ee eee 
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New and 
Beautiful 


Set of 4 Grays in 
Gold-n-Brass Frame 


Smoke- 

Crystal 

Glass with x 
History of 
Telephone in Gold. 


MAN SIZE, DEEP BEND 
(6% x 4% x 1) 


Immediate Shipment 
WALT BARBER C2esestising Sprciattnn 


Area Code 404 CEdar 3-5478 
BOX 11927 «+ ATLANTA 5, GA, 


EXTRA Holding Power 
QUICKLY Installed 
TOUGH For long life 


EVERSTICK 
ANCHORS 


For new construction and maintenance 
—Everstick Anchors speed up work and 
provide dependable anchorage on all 
types of jobs. Made of resilient, rust 
resistant ‘malleable iron. The toughest 
anchors made. Write for bulletin. 


ANCHOR (0. 


FAIRFIELD, IOWA 


| in the month of September,” 


| retail outlets because of the great up- 
turn in demand in the last two months, 
}it has been announced by the Cin- 
cinnati Division of The Bendix Corp. 
“Ninety per cent of all orders re- 
ceived for this kit up to Oct. 1 came 
said L. E. 
Rasmussen, division general manager. 
“As a result, we have increased pro- 
| duction facilities substantially to meet 


| present and anticipated demands, and 
| have 


drawn up a 
tional distribution 
available 
lets.” 
Movement of the kits, he said, will 
be through distributor channels serv- 
ing department, hardware and 


for na- 
make it 
retail out- 


program 
that will 
through selected 


ap- 


| pliance stores, and fallout shelter deal- 


The number of 
expanded as 
added. 

The kit, developed in 1959 by Ben- 
dix to meet Office of Civilian Defense 
& Mobilization specifications, contains 
precise instruments 
used by scientific and medical 
sonnel near X-ray machines and in 
isotope laboratories. It consists of a 
ratemeter, a dosimeter and a charger. 


ers. outlets is 


rapidly as 


being 


possible, he 


similar to those 


per- 


The rate-meter measures radiation in- 
tensity, the dosimeter records the 
“build-up” of accumulated radiation, 
and the charger is used to re-set both 
instruments for NP- 
1760. 


re-use. Request 


SERVICE KIT—K. Leather 
Products announces the avail- 
ability of its new genuine leather tool 
bag for service, repair and main- 
tenance men. The bag is made of top 
grain cowhide. 

Upper section holds large 
parts, meters, instruments, etc. 


TOOL 
Inc. 


tools, 


Lower section has three sliding met- 
al trays with a variety of divided 
compartments for smaller parts. It is 
available in black or ginger color. 

Outside dimensions are 15 inches 
long, 12% inches high, 5 inches wide. 
The bag also can be equipped with an 
outside pocket for books and 
papers. Pocket measurements are: 13% 


service 


inches long, 9 inches high, with 134 
inches gusset expansion. Request NP- 
1761. 


M. J. Kelly Receives Hoover 
Public Service Medal 


Dr. Mervin J. Kelly, former chair- 
man of the board of Bell Telephone 
Laboratories, Inc., is to receive the 
1961 Hoover Medal for “distinguished 
public service.” The medal, established 
in 1930 by four engineering societies, 
was to be presented in person by for- 
mer President Herbert Hoover for 
whom it is named. The ceremony was 
scheduled to occur during the dedica- 
tion of the recently completed United 
Engineering Center at 47th Street and 
United Nations Plaza in New York 
City on Nov. 9. 

The citation, read by Walker L. Cis- 
chairman of the Hoover Medal 
Board of Award and president of De- 
troit Edison Co. reads: “Engineer, 
scientist, distinguished leader in in- 
dustrial and military research whose 
dedicated efforts and engineering skill 
have contributed to greatly improved 
communications; who furthered 
the cause of engineering service to 
mankind through inspired leadership 
in the creation of a great United 
Engineering Center.” 

The 20-story United Engineering 
Center houses 19 engineering groups 
representing some 300,000 engineers. 
Both Dr. Kelly and Mr. Hoover were 
active supporters of the plan to erect 


ler, 


has 


the center. 


Illusion Leavens 


‘Don’t part 
When they are 
exist, but you 
—Mark TWAIN. 


with illusions. 
gone, may still 
have ceased to live.” 


your 
you 


INSPECTION SERVICE 
**AT TIMBER TREATING PLANTS" 
Of poles, crossarms, and preservative treatments. 
Analysis of wood preservatives. Consultation and 
specification writing. 
A. W. WILLIAMS INSPECTION CO., INC. 
MOBILE, ALABAMA 
New York © St. Lovis © Portland 
Inspectors stationed throughout the U.S.A. 


Electric Power and Communications 
Construction 


E. & C. CONTRACTING CO. 
Box 191 


Paoli, Indiana 
Phone 7821 


HYDRAULIC CONTROL 


STERLING 


EARTH BORING MACHINES 
WYOMING VALLEY EQUIP. DIV. 


714 WYOMING AVE. KINGSTON, PA. 
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CABANISS-POGUE COMPANY 


Consulting Engineers 
Appraisals—Cost and Rate Studies 
Financial Assistance 


GRANT BLDG., ATLANTA, GEORGIA 


CARL C. CRANE, INC. 
Consulting Engineers 
121 S. Pickney St. Madison 1, Wis. 
Telephone Alpine 6-0247 


Professional Engineers - Contractors 
Central Office Installation 
Cable Splicers, Plant Crews, Installer Repairmen 


HENKELS & McCOY 


PHILADELPHIA 
1800 N. Johnson St., Elkhart, Ind., Tel. CO 4-1121 


CABLE CONSTRUCTION CO. 


1512 Center St. Tacoma, Washington 
ENGINEERING - CONSTRUCTION 
SPLICING - CABLE PLOWING 


CENTRAL OFFICE INSTALLATION 
World-Wide 


SLOAN, COOK & LOWE 
CONSULTING ENGINEERS 
Appraisals—Original Cost Studies 
Toll Separations—Plant, Traffic 
and Commercial Engineering 
176 West Adams St. 


Chicago 3, Ill. Tel.: FRanklin 2-5924 


CABLE SPLICERS © LINEMEN 
STATION INSTALLERS 


STEADY WORK, GOOD PAY 
MIDWEST LOCATION 


The Weikel Line Company, Inc. 
FORT WAYNE, IND. 


TUDOR AND YAGER, INC. 
Telephone Construction 


TIPTON, INDIANA 
Phone OSborne 5-2267 


wl I ¢ 


INS] AO) G@y, 
TILITY. PLANT CONSTRUCT! 
th Clark Street @ Su 
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VF REPEATERS—TRUNK OR SUBSCRIBER LINES— 
DIAL OR MANUAL 


Intermediate or End-Used as 21 or 22 Type 
— TRY AT OUR RISK — 
Every sale has lead to reorders 


TP-14 Signal Corps 


12 to 18 DB gain 

(2 or 4 wire or both) 
115-230 VAC or 12 VDC 
building-out network & 
protection built-in, 
weatherproof wood case 
removable for 19” rack 

mtg. Brand new .. . 
$99.50 


Good used. . . 75.00 


manual loaned free or shipped on approval 


TELECTRIC CO. 


1218 Venice Blvd. 


POLES 


Cascade Pole Co., P.O. Box 743, Tacoma, 
Wash.—Creosoted Douglas Fir and Cedar 
Poles. 


Cc. M. Christiansen Co.— Northern White 
Cedar Poles, Pentachlorophenol treated. 
Plant and Yards, Phelps, Wis. 


Eppinger & Russell Co., 80—8th Avenue, New 
York 11, N. Y¥Y.—Creosoted Poles and Cross 
Arms. Plants: Jacksonville, Fla., Norfolk, 
Va., Eddington, Pa. 


International Creosoting and Construction Co., 
Galveston, Texas—Creosoted Southern Yellow 
Pine Poles. Plants Beaumont and Texar- 
kana, Texas. 


International Paper Co., Wood Preserving 
Division—926 Grand Avenue, Kansas City, Mis- 
souri—"'LONG-BELL" pressure-treated South- 
ern Pine and Douglas Fir Poles—Creosote 
or Penta. 


Piedmont Wood Preserving Company—Creo- 
soted and Creosote-Penta Treated Pine 
Poles. Plant Augusta, Georgia. Yards, Vir- 
ginia, West Virginia and Connecticut. Ad- 
~~ inquiries to Box 1662, Spartanburg, 


Texas Creosoting Company—512 Main Street, 
Orange, Texas—Creosoted Southern Yellow 
Pine and Douglas Fir Poles. Can also treat 
with “Penta.” 


| 


000213 RI 8-2249 


Los Angeles 6 
CREO & PENTA 


TREATED PO LES 


‘from the Nation's Largest Plant'’ 


DIERKS FORESTS, INC. 
NA 3-7766 Hot Springs, Ark. 


DIAL REPAIR SERVICE 
Dials « Cable Tone 
Electronic Secretary 
A.E. T-11 Test Set 
W.E. 1011 Test Set 
B. Y. DIAL SERVICE 
411 West 22nd Higginsville, Mo. 
Workmanship Guaranteed *¢ Speedy Service 





EVERY MONTH 


More and More 
~lelephone Companies 
use DIRECTORIE 

- produced 

Your Inquiry 


Respectfully 
Solicited 


‘LELAND MAST _ 
-DIRECTORY. COMPANY. 


HARRIS-McBURNEY CO. 
PUBLIC UTILITY CONSTRUCTION 


A complete construction service for the 


telephone industry 


Construction Crews Designing 


Station Installers Appraisals & Reports 
Cable Splicers C. O. Installation 


Underground Duct Sytems 


Telephone ST 4-6126 


P. O. Box 267, Jackson, Michigan 





________CLASSIFIED SECTION 


Rates 15 cents per word payable in advance. Minimum charge $3.00 for 20 words or less. 
Classified advertisements must reach us 8 days before publication date. 


HELP WANTED 
AMBITIOUS MEN qualified as Sta- 
tion Installers, Equipment Installers, 
Cable Splicers, Linemen. Work in Mid- 
west. Harris-McBurney Company, Inc., 

P.O. Box 267, Jackson, Mich. 








CABLE SPLICER, INSTALLER, RE- 
PAIRMEN AND LINEMEN familiar 
with R.E.A. and Bell System Specifica- 
tions. Opportunity to advance in pro- 
gressive construction company. Call or 
write Telectric Construction Corp., 
P.O. Box 7, Americus, Kan. 





ENGINEERS—TELECOMMUNICA- 
TIONS SYSTEMS 
Transmission; Propagation, Field Sur- 
veys, Applications Research, VHF, 
UHF, MICROWAVE, SCATTER. 
Write: Employment Manager, Micro- 
wave Services, Inc., General Offices, 

U.S. Rt. 46 & Cisco Rd., Denville, N.J. 


TELEPHONE TRANSMISSION ENGI- 
NEER completely versed in all aspects 
of telephone transmission engineering. 
All types of equipment. Work location, 
Anchorage-Fairbanks area. Please fur- 
nish complete resume and expected 
salary requirements in reply. Three 
month contract. Write Trans-Alaska 
Co., 110 East Sixth Ave., Anchorage, 
Alaska. 








ADMINISTRATOR-ENGINEERS 


with experience in 


ELECTRICAL or COMMUNICATIONS 
ENGINEERING 


are needed by the 
City of Los Angeles 


as DIVISION CHIEF 
$889-1107 A MONTH 
and ASST. DIV. CHIEF 
$797-922 A MONTH 


of the 
FIRE ALARM & POLICE 
SIGNAL BUREAU 


Registration as Engineer Required 
(Any State) 


Apply before January 16, 1962 
Civil Service Commission 
Room 5, Los Angeles City Hall 
Los Angeles 12, California 


SAVE YOUR BATTERY FOR LESS MONEY 


BATTERY CHARGERS 


OUTPUT 
24 Volt 12 Ampere 


IMPUT 

115 V AC 60 Cycle 
115 V AC 60 Cycle 
115 V AC 60 Cycle 


24 Volt 
48 Volt 


6 Ampere 
3 Ampere 





IMPUT 

115 V AC 
115 V AC 
115 V AC 


IMPUT 
115 V AC 
115 V AC 


BATTERY ELIMINATORS 


OUTPUT 

48 Volt 6 Ampere 
48 Volt 3 Ampere 
24 Volt 1 Ampere 


RINGING CONVERTERS 


OUTPUT 
7.5 Watts 90 V AC 20 Cycle 
15-20 Watts 90 V AC 20 Cycle 


(EXCELLENT REBUILT CONDITION) 


60 Cycle 
60 Cycle 
60 Cycle 


60 Cycle 
60 Cycle 


BUCKEYE TELEPHONE & SUPPLY CO. 


1250 KINNEAR RD. 


COLUMBUS 21, OHIO 
(Area Code 614) 488-0655 


HELP WANTED 


RTA TELEPHONE PLANT AC- 
COUNTANT experienced in all phases 
of FCC plant accounting. Salary based 
on experience. North Central Minne- 
sota. Send complete resume to Box 
No. 4600, c/o TELEPHONY. 


CONSTRUCTION SUPERINTEND- 
ENT—free to travel for extended pe- 
riods within the U. S. Familiarity 
with utility practices in pole line con- 
struction desirable; will be trained in 
techniques of television transmission 
construction. Must have administra- 


| tive ability to guide construction pro- 
| gram. For further information, write 


in confidence to General Manager, En- 
tron, Inc., Systems Construction Div., 
Box 287, Bladensburg, Md. 


Opportunity for recent Engineer- 
ing graduate with interest in 
telephony and basic knowledge 
of electronics and _ switching. 
Limited experience useful but 
not mandatory. Present em- 
loyees are aware of this ad. 
rite Box No. 4597, c/o TELE- 
PHONY. 





TELEPHONE 
ENGINEERS 


DOMESTIC & OVERSEAS 


High Salaries... 
Permanent Positions... 
Liberal Empleyee Benefits... 


Immediate Openings For: 


OUTSIDE PLANT 
ENGINEERS 


Knowledge of transmission loading and 
construction requirements for complete 
outside installation. Minimum 10 years 
progressive engineering experience. 


INSIDE PLANT ENGINEERS 


Step-by-step central office installation 
design and layout; carrier equipment 
and layout; traffic and transmission 
ertteria. Minimum 8 years experience. 


TELEPHONE TRAFFIC 
ENGINEERS 


Experienced in traffic analysis. Degree 
plus 3 years experience or 10 years 
progressive plant experience. 

U. S. Citizenship Required 


Submit detailed résumé & salary requirements 
to Employment Manager 


CAPEHART CORP. 


87-46 123d Street 
Richmond Hill 18, N. Y. 


TELEPHONY 





POSITION WANTED 


MANAGER: INDEPENDENT OR REA, 
DESIRES to relocate away from prime 
target area. Detailed resume handy. 
Write Box No. 4602, c/o TELEPHONY. 
MANAGER with emall leinendiend 
company. Commercial, plant and tech- 
nical experience. Bell and REA specifi- 
cations. Resume upon request. Write 
Box No. 4603, c/o TELEPHONY. 


EXPERIENCED > in construction, en- 
gineering, supervision on REA Defense 
and Independent projects. What have 
you utilizing above capabilities east of 
Mississippi? Write Box No. 4605, % 
TELEPHONY. 


WANTED TO BUY 


AUTOMATIC DIAL SWITCHBOARD, 
100 line, prefer frequency ring. Write 
Box No. 4598, % TELEPHONY. 


50 LINE A.E. TYPE 50 P.A.X. and 
Raytheon Charger 6 Amp. 48 Volt. 
Write Box No. 4593 % TELEPHONY. 


WANTED ALL MAKES OLD 
TELEPHONES—our truck will pick up 
and pay you Cash on the spot. Tele- 
phone Co., Turtle Lake, Wis. 


TELEPHONES—all types—any con- 
dition, candlesticks, wall sets, etc. 
Write advising quantities available. 
Our trucks will pick up. Reply to Box 
No. 3952, c/o TELEPHONY. 


WANT TO PURCHASE A SMALL 
TELEPHONE COMPANY. Middle West 
preferred. Write Box No. 4604, c/o 
TELEPHONY. 


FOR SALE 





LOTS OF 10 PIN USED BELL CROSS 
ARMS. Good as new. Write Box No. 
4592 % TELEPHONY. 


LIKE NEW 901—Wali or desk Mag- 
neto telephones with Koiled Kords and 
connecting blocks; $15.00 each. Write 
Telephone Co., Turtle Lake, Wis. 


200 USED STROMBERG-CARLSON 
1243’s harmonic ringers; $3.00 each. 
Write Allegany Telephone Co., Inc., 
Alfred, N. Y ; 


DALTON, NEB. EXCHANGE. Fine 


tableland wheat community, steady 
town. 2-position Kellogg Universal 
swbd. 200 C.B. subscribers 3.25 to 6.00, 
160 Mag. switched 1.50. Monthly rev- 
enue 1000, Toll commission 700. Mini- 
mum bid considered 50G offer until 
Nov. 30. Will operate until conversion 
(town ready) or immediate possession. 
Privately owned by C. J. Carley, tele- 
phone 70, Dalton, Neb. 


NOVEMBER 11, 1961 


FOR SALE 


USED NE-CX EQUIPMENT: 13, 6ft. 
units of NE 3 wire selectors. Other 
units with trunks. 1, CX-30. Thousands 
of loose relays. For complete list and 
prices of equipment write O. G. Hend- 
rickson, Telephone Switchboard Serv- 
ice, North Robinson, Ohio. 


UNUSED ARMY SURPLUS CARRIER, 
OA-4/ FC voice frequency for 6 two 
way telegraph channels. Operates on 
110 V. ac. Mounted in 7 ft. cabinets, 
complete with tubes and polar relays, 
etc. W. E. Spec. No. X-61822A. Cost 
new $8,300, FOB Minnesota for $950. 
Write Box No. 4601, c/o TELEPHONY. 

WESTERN ELECTRIC 202 HAND- 
SETS—$3.00 each; magneto boxes— 
$1.00 each. 2-position 330 line board, 
1-position 100 line board, 1 M.D.F. 400 
line—all for $100.00. 901 Leich sets 


$12.50 each. Write Pigeon Telephone 
Co., visas Mich. 


NORTH ELECTRIC MCXR 10,000 Mc- 
Berty Common Control TPL switch- 
beard; 1,200 lines wired and equipped 
(11% trunking); 28 trunk selectors; 
53 second selectors; 20 paystations; 50 
intercept lines to Mohawk Message Re- 
peaters; 10 party decimonic full coded 
ringing with Lorain K5 sub cycle dual 
timers, Tones, and Interruptors. Exide 
batteries, racks, and 1 50 amp. Lorain 
Flotrol. “A” type mainframe to ter- 
minate 3,000 cable pairs and 1,200 
switchboard lines on Cook 3,800 type 
protectors. Will sell or trade for stock, 
available Feb. 1, 1962. Call or write 
C. W. Pickelsimer, Jr. Citizens Tele- 
phone Co., P.O. Box 348, Brevard, N.C., 
TUrner 3-1511. 


N.E. CX SWITCHBOARDS 
MODERNIZED WITH 


UNIVERSAL 
Selective Ringing, 2-5 
Numbering, and Intercept 
New Board Guarantee 
Capacities 60 to 200 Lines 
Delivery 90-180 Days 
Telephone Division 


UNIVERSAL CONTROLS CORP. 
Box 13122 Dallas 20, Tex. 
CHapel 7-3123 


RELAYS, SWITCHES, 
BULBS, BATTERIES 
TELEPHONES and PABX 


ALL SMALL COMPONENTS DELIVERY 
FROM OUR OWN STOCKS 


NEW TELEPHONE 
INSTRUMENT CO., INC 
Telephone Equipment for Every Purpose 
53 WOODBINE ST., BERGENFIELD, N. J. 
DUmont 4-4311—4314 Cables Newtel Bergenfield, N. J. 





HERE’S A TIP 
FOR SPECIAL 
SOLDERING 
JOBS 


CARTRIDGE-HEATED 
SOLDERING IRON 


A Bell System standard, 
this revolutionary 
soldering iron works 
without electricity. 
Power source is an 
expendable thermit 
cartridge, aa 
over 800° ) for 
6 minutes. Five different 
tip sizes are available. An 
ideal tool for all line 
maintenance work. 


Write for descriptive details 
or consult your dealer. 


KEMODE MFG. CO., INC. 


151 West 18 St., N.Y. 11, N.Y. 


KIT OF TOOLS 
FOR ADJUSTING 
All Types OF RELAYS 


18 HIGH QUALITY 

NEUSES TOOLS In Vinyl Case 
Everything you need — Thickness Gauges; 
Spring Tension Gauge; Contact Burnisher; 
Relay designed’’ Wrenches 


Write for catalog. 
P. K. NEUSES, INC. 
511-19 N. Dwyer St., Arlington Heights, Ill. 


Whether aN 
Line aw 
a complete 

_ Body | 


UTILITY TOOL 
& BODY CO. 


CLINTONVILLE, WISCONSIN’ 


‘ 
tur Sine 





Clear rigid plastic covers for two 
bank connector and selectors. 
For samples and prices write: 


WILSON PLASTICS, INC. 
Box 8248 — S. Charleston, W. Va. 


FOR LEASE 
DIAL TRAFFIC STUDIES EQUIPMENT 


250 lines per scanner 
Your inquiries invited 
V. ©. Consultants 
739 Swarthmore, Pacific Palisades, Calif. 
Tel: Gladstone 4-5010 





Index to ADVERTISERS 


AC Spark Plug 
Div. of General Motors 
Acme Visible Records, Inc. 
Acoustics Development Co. ........ 
Alphaduct Wire & Cable Co. 
Altec Lansing Corp. 
Aluminum Company of America 10-1 
Aluminum 5 
Amchem Products, Inc. 
American Creosoting Corp. 
American Electrical Heater 
American Steel & Wire Co. 
American Telephone & 
Telegraph Co. 
Anaconda Wire & Cable 
Auburn Machine Works 
Automatic Electric 
Sales Corp. 
Barber Advertising Specialties, 
Walt 
Bell Telephone Laboratories, 
Benner-Nawman, Inc. 
Berkley & Co. 
Berry & Co., L. 
Jethlehem Steel 
Bohnsack Equipment 
Brady Co., W. H. 
Brand, Wm.—Rex Div. 
Buckeye Telephone & 
Supply Co. 
Budelman Electronics Corp. 
B. Y. Dial Service 
C&D Batteries, Inc. 
Cabaniss-Pogue Co. 
Cable Construction Co. 
Cable Spinning Equipment Co. 
Caleulagraph Company 
Carter Directory Co., Ine. 
C & §S Products, Ine. 
Chance Co., A. B. 
Chevrolet Div. of General Motors 
Chicopee Mills Inc. 
Cleveland Inst. of Electronics 
Coates Field Service, Ine. 
Collins Radio Co. 
Colorado Fuel & Iron Co., 
Commercial Cord Company, Ine. 
Communication Equipment & 
Engineering Co. 
Comptometer Corporation 
Cook Electric Company 
Copperweld Steel Co. 
Crane, Inc., Carl C. 
Davis Construction 
Davis Mfg. Co., Ine. 
Deere & Co. 
Dial Haven, Ine. 
Dialight Corporation 
Dierks Forests, Inc. 
Donnelley & Sons Co., 
Duo-Safety Ladder Corp. 
EK. & C. Contracting Corp. 
Ereo Radio Laboratories, 
Everstick Anchor Co. 
Exide Industrial Div. 
Floor-Con 
Ford Motor Co., 
Gagne Enterprises, 
General Cable Corporation 
General Machine Products Co., 
General Telephone Directory 
Gladwin Plastics, Ine. 
Gould-National Batteries, 
Graybar Electric Co. 


66 


Ladder Co. 5s 


Greenlee Tool Co. 
Haley & Co., R. G. 
Hallamore' Electronics 
Hammond Drierite Co., 
Harris-McBurney Company 
Henkels & McCoy 
Hirsch Organization, Inc., Gustav 
Hitachi, Ltd. 
Holan Corp. 
Hughes-Keenan Div. 
Indiana Steel & Wire 
International Teletronics 
Irwin-Auger Bit Co. 
ITT-Kellogg 
Jet Line Products, Inc. 
Johns-Manville 
Justrite Mfg. 
Kearney Co., Jas. 
Kemode Manufacturing Co., . 
Kennecott Wire & Cable Div. 
Keystone Steel & Wire Co. 
Killoren Company 
Klein & Sons, Mathias 
Kohler Co. 
Koiled Kords, Ine. 
Koppers Co., Inc. 
Wood Preserving Div. 
Kwal Paints, Ince. 
Leich Sales Corporation 
Lenkurt Electric Co. 
Lindsay Telephone Supply 
Lorain Products Corp., The 
Lynch Communications 
Systems, Ince. 
Magnolia Chemical Co., Ine. 
Mast Directory Co., Leland 
May & Speh Tabulating 
Service, Inc. 
McCabe-Powers Body Company 
McGrath Engineering, Inc. 
Midwece 
Monsanto Chemical 
Moore’ Associates 
Morrison-Pelsue Co. 
Natco Corporation 
National-Standard 
National Telephone 
Supply Co. 
Neuses, Inc., ; 
New Telephone Instr. 
North Electric Company 
Okonite Company, The 
Olin Mathieson Chemical Co. 
Onan Division, 


Studebaker-Packard Corp. 


WESTERN REPRESENTATIVE 


McDonald-Thompson 

625 Market St., San Francisco, 
Cal. 

3727 W. Sixth St., Los Angeles 

620 Sherman St., Denver, Colo. 

National Bldg., Seattle, Wash. 

3217 Montrose Blvd., Houston, 
Tex. 

2727 Oak Lawn Ave., Dallas 19, 
Tex. 

2035 S. W. 58th Ave., Portland 1, 
Ore. 


Orangeburg Mfg. Co. 
Osmose Wood Preserving Co. 
Owens-Illinois 
Panhandle Electric Sales, Inc. 
Parsons Company 
Petersen Engineering, Inc. 
Phelps Dodge Copper 
Products Corp. 
Plastic Wire & Cable Corp. 
Plastimayd Corporation 
Precision Multiple Controls 
Preformed Line Products Co. 
Puregas Equipment Corp. 
Radio Corporation of America 
Railway Communications, Inc. 
Rawlplug Company, Inc., The 
Raytheon Company 
Recordak Corp. 
Reliable Electric Company 
Republic Creosoting Company 
Rockwell Products Corp. 
Rolatape, Ine. 
S & G Manufacturing 
Schauer Mfg. Co. 
Seymour Smith & Son 
Sherron Metallic Corp. 
Sierra Electronics Corp. 
Sloan, Cook Lowe & Co. 
Stahl Metal Products, Inc. 
Southwire Co. 
Stampings, Inc. 
Stromberg-Carlson® Products 
General Dynamics/Telecom- 
eS ee te eee 2-3 
Stewart Brothers 
Superior Cable Corporation 
Suttle Equipment Corporation 
T.E.I. Corp. 
Telectric Co. 
Tele-Muff Co. 
Telephone Repair & Supply Co. 
Teletype Corporation 
Templeton, Kenley & Co. 
Terado Company 
Thornhill Publishing Co. 
Tower Communications Co. 
Transandean Associates, Inc. 
Tudor & Yager, Inc. 
Union Carbide Plastics Company 
United Electric Controls Co. 
U.S. Cable Constructors, Inc. . 
United States Instrument Corp. 
United States Motors Corp. 
United States Steel Corn. 
American Steel & Wire Co. 
Universal Controls Corp. 
Utilities Contracting Corp. 
Utility Equipment Co. 
Utility Products Co. 
Utility Service Co., \ 
Utility Tool & Body Co. 
Vermeer Manufacturing Co. 
V. O. Consultants 
Warn Manufacturing Co., 
Warren Mfg. Co., The 
Weikel Line Company 
Welding Service Co. 
Western Electric Co. 
Whitney-Blake Co. 
Williams Inspection Co., Inc., A.W. 
Willys Motors, Ine. 
Wilson Plastics, Inc. 
Winders & Geist, Inc. 
Wiremold Co., The 
Wyoming Valley Equipment Div. 62 
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Pressurized Cable Systems... 
at work for the Hawaiian Telephone Company 


Mr. L. W. Robello, general plant manager of the - 
Hawaiian Telephone Company, in a talk to the 1959 
USITA Plant Conference stated, ‘‘Pressurizing tele- 
phone cable plant is very worthwhile — not only in 
reducing maintenance costs, but what is equally im- 
portant — maintaining uninterrupted telephone service 
to subscribers.” 

Serving about 200,000 stations throughout the five 
major Hawaiian Islands, the company has installed or 
ordered 47 Puregas Air Dryers to date. Their experi- 
ence with these installations has proven that cable 
pressurization has reduced their service affecting 
troubles by 65%. 

The Puregas continuous Feed Pressure System of 
yea malian Telephone Enekanmcr © ~~ Cable Protection has been the solution for this com- 
pany in their efforts to maintain uninterrupted 
service even through their occasional heavy tropical 

rainstorms. 

To find out how a PUREGAS Pressurizing Program 
can just about eliminate emergencies caused by 
sheath breaks and moisture damage —check-off the 
bulletins you would like, and send this page to us with 
your name and address. 


C) Cable Pressurization Methods by L. W. Robelio 

(] Data Sheets on Model 750, 1500 and 5000 Air Dryers 
(_] “Why Cables Shouid be Pressurized”’ 

Cj ‘Meter Panel for Continuous Feed Pressure.Systems”’ 


PUREGAS EQUIPMENT CORP. 


578 OAK STREET, COPIAGUE, L.i., NEW YORK 


NOVEMBER 11, 1961 











THE NICO-TAP IS SPLIT 


THERE IS NO NEED OF CUTTING THE LINE 
TO MAKE THE CONNECTION— JUST SLIP THE 
SLEEVE OVER THE LINE WIRE AND COMPRESS 


12 BWG TO 12 BWG 
Stock No. T2-109D 


12 BWG TO No. 17-18 DROP WIRE 
Stock No. 72-109 x 045D 


17-18 B&S TO 17-18 B&S 
Stock No. 72-0458 


The National Telephone Supply Company 


5100 SUPERIOR AVENUE e CLEVELAND 3, OHIO 


Canadian Mfr.—N. SLATER CO., LTO., HAMILTON, ONT., CANADA 


Export Distributor— INTERNATIONAL STANDARD ELECTRIC CORP., NEW YORK, N. Y. 


° 
Nicopress is the Registered Trade Mark of The National Telephone Supply Company 





